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Top Cars 


New-car registrations for ten 
months, plus 1 state for Novem- 


7 Make 1956 Pos. 
1—1,265,267 Ford 1,122,532— 2 
2—1,214,907 Chev. 1,325,684— 1 
S— 523,404 Plym. 406,087— 4 
4— 332,624 Buick 465,262— 3 
5— 311,695 Olds. 381,844— 5 
G@— 274,271 Pontiac 309,257— 6 
g— 232,968 Mercury 239,230— 7 
S— 225,614 Dodge 185,068— 8 
O— 118,883 Cadillac 117,519— 9 
10— 91,792 Chrysler 93,556—10 
1i— 90,029 DeSoto 85,697—11 
12— 73,729 Rambler 59,991—13 
13— 53,282 Stude, 66,258—12 
14— 29,940 Lincoln 36,415—14 
156— 28,536 Imperial 7,772—18 
16— 15,947 Edsel 
1i— 10,197 Met. 5,838—19 
18— %749 Nash 21,957—16 
19— 4,786 Packard 26,773—15 
2o— 4,302 Hudson  10,354—17 
21— 622 Cont’ 1,331—20 

160,560 Misc. 76,076 
Total All Makes 
5,072,104 5,044,501 


Further details on Page 14. 


By Robert M. Lienert 
Associate Editor 

THE basis of interim sales 

reports from the field, it ap- 

rs that new-car registrations 

year will be unable to reach 

much- predicted six - million 































































Dealers, however, are con- 
; in only the most academic 
as to whether this year’s 
mtual total can match or ex- 





aint-and-Bump 
ode’ Sought by 
finish Institute 


By Jack Weed 
Service Editor 
HICAGO.—Establishment of 
standards and procedures to in- 
e the efficiency of the paint- 
bump end of the auto-repair 
imess is the first goal of the 
organized Automotive Refin- 
tute, according to L. J. 
: erty, chairman. 
This would raise the quality of 
vedinish work and atfract more 
workers to the busi- 
inees, he said. 
The institute was set up, O’Doh- 
ty said, to instruct and guide 
le manufacturers, car dealers’ 
r shops, vocational and other 
ning schools. 
Representatives of 13 companies 
tended the organization meeting 
last week. The firms make 
nts and thinners, tapes and abra- 
es, body tools and equipment, 
ray - painting equipment, chemi- 
and allied products. 
7 


PPTHER officers are W. E. Mars- 
den, Minnesota Mining & Mfg. 
vice-chairman; J. H. Gustafson, 
linnesota Mining, secretary, and 
hur S. Boehm, Black & Decker 
ifg. Co., treasurer. Harold T. Half- 
nney will act as counsel. 
One man from each of the five 
Major segments of the industry 
and one member-at-large were 
| elected to the executive commit- 
‘| tee. The members are: 
| G. L Stoddard, DeVilbiss Co., rep- 
ting eer seins equipment 
Boehm, 


; 
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(Continued on Page 4, Col. 4) 
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| and service, 


Published Weekly at 
2666 Penobscot Bldg. 


By William Ullman 
Washington Correspondent 
ASHINGTON.—The core of the 
program developed by NADA’s 
special consulting committee in- 
volves a plan to provide financial 
| rewards to so-called quality dealers 
|who meet high standards of sales 
Automotive News 
learned last week. 


Under the plan, dealers would 
receive a sliding scale of special 


| compensation from the factories, 


depending on the retailers’ per- 
formance in both new-car sales 
and servicing. 

The committee, while devising 
the broad mechanics of the pro- 
gram, has not worked out final 
details. Just how much dealers 


|would be paid is one of the big 


questions still to be decided. 
Final approval of the plan is up 
to the NADA board of directors, 


ales to Match °56 Total, 
But Dealers Fare Better 


ceed last year’s count of 5,955,- 
248. 


Of more importance to the indi- 
vidual retailer is his own volume 
and the amount of profit he has 
been able to salvage. 

> > * 


EN compared with 1956, the 

average dealer this year has 
sold a few more units and has im- 
proved his balance sheet consider- 
ably. 

A slight reduction in the num- 
ber of dealerships during the 
year has spread sales a bit more 
thickly. At the same time, profits 
are expected to wind up above 
one percent of gross sales, com- 
pared with last year’s figure of 
03 percent. That would be an 
improvement of one-fourth to 
one-third in 


The dealers’ real concern at the) 


moment is the outlook for 1958. 
The consensus is that the new 
year wil] bring lower sales, tougher 
competition and reduced profits 
again. 

Dealers are concerned about their 
individual sales outlook. Said one 
bluntly, “There’s been too much re- 
cession talk. Prospects. are unde- 
cided.” 

> . o 
E FEELS that if the stock 
market settles down and if the 
passing of time eases some of the 
satellite and missile hysteria, the 
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NADA Plan Would Reward Territory Sales ... 


New ‘Quality’ Bonus 





which meets at the association’s 
convention in Miami Beach in Jan- 
uary. 
* * +. 
|S emo generally is how the plan 
would work: 


In the case of new-car sales, 
the amount of a dealer’s com- 
pensation would be based on his 
success percentagewise in meet- 
ing his “sales objective.” This ob- 
jective would be predetermined 
by mutual agreement between 
dealer and factory. 

The greater the dealer’s success 
in meeting the goal, the bigger 
would be his additional compen- 
sation, payable at year’s end. 

Here is a theoretical illustration: 
If a dealer exceeded his “sales ob- 
jective,” he would be entitled to 
a special annual payment of, say, 
2.7 percent of the “average deliv- 
ered price” of each new unit he 
sold during the year. On a Plym- 
outh sale, this ADP percentage 
would come to about $60. 
7 * 


But if the dealer only achieved, 
say, 90 to 99 percent of his ob- 
jective, his ADP percentage would 
be lower. It would be still lower 
if he achieved less than 90 per- 
cent, 

For any performance less than 
80 percent of objective, there 


would be no special per-unit rec- 
ompense. 

Only in-territory sales would be 
counted toward the “sales objec- 
The plan, 


tive.” in the words of 


Wrapped for Christmas— 


This attractive Christmas display, with a 


Entered as Second Of 
at the Postoffice, 


s Matter 
, Mich. 






one NADA spokesman, is not de- 
signed “to reward cross-sellers and 
bootleggers.” 

The mechanics of service com- 
pensation would be similar, with 
pre-set goals established for both 
labor and parts sales. Payment 
would depend on how successfully 
the dealer met the goals. 

” = a 


N ADDITION, dealers would re- 

ceive a flat payment per new 
unit for pre-delivery service. 

It is believed that legislation 
may be necessary to legalize a 
bonus plan of this nature, es- 
pecially in view of the Justice 
Department’s current stand on 
the various proposals advanced 
so far. 

First, of course, it would be nec- 
essary to secure factory concur- 
rence in such a plan, for it is rec- 
ognized that attainment of 
permisive legislation is useless un- 
less the makers agree to implement 
the plan. 

> > 7 
Why Norton Resigned 
From NADA Committee 
HOMA CITY.—Last sum- 
mer when a group of Okla- 
homa dealers formed ADSA anc 
came up with a plan to provide 
territory security, one of the mov- 
ing forces was H. Mead Norton. 

When ADSA agreed to cease op- 
eration pending NADA’s develop- 
ment of a territory-security plan, | 
Norton stepped down as ADS 
chairman to join the NADA special 





“White Christmas Special,” is being 


featured in the showroom of O'Daniel Motors, Inc. (Dodge-Plymouth), in Louisville. 


The “special” 


is a white Dodge Coronet Lancer wrapped in cellophane and tied with 


national buying mood will firm up.|a large red ribbon, From left are Will Carr, sales manager; Bill McKenzie, salesman, 


(Continued on Page 4, Col. 4) 


and Tom O'Daniel, vice-president. 


No Pinch on Auto Credit Is Expected 


By Kenneth C. Kelley dr. 
Staff Writer 

= of the tight-money program 

insures ample credit for 1958 
sales of new~and used cars but 
there is expectedtto be no imme- 
diate benefits to auto dealers and 
buyers in the form of lower interest 
rates. 

The easing of the money situa- 
tion, however, has apparently 
headed off any additional tighten- 
ing of credit in the auto retailing 
field. 

Those are the conclusions fur- 
nished by checks last. week with the 
companies that supply credit to the 


;| industry. 


There had been some talk this 


M.| fall. that banks and finance com- 


panies might become more choosy 
about: their credit risks on auto 


retail paper by spring, 
money —: ——, in effect. 
om 


GINCE the money market began 
to ease in November, these re- 
ports have stopped. The word now 
is that ample credit will be avail- 
able to qualified buyers of new and 
used ears. 

The Federal Reserve System 
began in mid-November to cut 
the interest rate on ae it 
loans to bankers. That was ‘the 
first: sign of an easier-money sit- 
uation. 

Since then corporations have been 
able to sell. bonds’ with lower inter- 
est rates, the U.S. Treasury has 
been able to borrow short-term 
funds for less and there have been 


to obtain. 
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consulting committee. Eleven days 
ago, Norton resigned from the 
group. 

In a letter to Frederick M. Sut- 
ter, NADA president, he listed his 
reasons. Here is Norton’s letter: 

Dear Mr. President: 

When I submitted my oral resig- 
nation to the NADA special consult- 
ing committee Dec. 12 in Wash- 
ington, you suggested that I submit 
to you my written confirmation. 

Therefore, I respectfully submit 

(Continued on Page 4, Col. 1) 


97 to Rank Third 


In Car Production 


Mark Is Assured 
Despite Yule Cuts 


By Martin L. Whitmyer 
Staff Writer 





j= auto industry should have 
no trouble in establishing 1957 
as the third-highest production 
year on record. 

Output last week was an esti- 
.| mated 140,086 units, and with 6% 

work days left to go this year, 

fewer than 130,000 assemblies are 
needed to pass 1953’s total, which 
now stands as the third-best year. 

December output is estimated at 
| 575,000 units, compared with 578,601 
in November. 

Continuing the daily average of 
28,000 units it established last 
week, the industry would finish the 
year with approximately 6,155,000 
assemblies. The 1953 total was 6,- 
134,823. Top years were 1955 and 
1950. 





A® OF presstime, no factory was 
ready to give a.detailed break- 
down of this week's operations, but 
most automotive sources saw all 
assembly operations being closed 
a half day Tuesday (tomorrow) and 
and all day Wednesday. Some 
firms, however, will be down both 
Tuesday and Wednesday. 

Although last week’s output of 
an estimated 140,086 cars was 5,- 
406 units below the previous 
week’s 145,493 assemblies, the 
week did produce three high- 
lights: 

1. Assembly of the six-millionth 
car of the 1957 calendar year on 
Friday (Dec. 20)—a feat that was 
not reached during the entire year 
of 1956. 

2. Assembly of the seven-millionth 
vehicle of the 1957 calendar year 
on Thursday (Dec. 19), assuring 
the industry of the fourth highest 
annual total in combined car-truck 
operations. 


3 TAKING over of first place in 
® the production by Chevrolet, 


if the tight-| reports that mortgages are easier| Which eased past Ford for the first 


time this year. Ford had held the 


A number of specialized forms of| top spot from Jan. 1 until last 


borrowing, such as the commercial 
(Continued on Page 4, Col. 1) 


Saturday (Dec. 21), when the Gen- 
, (Continued on Page 21, Col. 3) 


Inside Automotive News 


Dealer warns: Stop giving profits away. Page 3: 
Boom’s getting tired, says economist. Page 7. 
“Nothing to hide,” Volkswagen distributor says. 


Page 2. 
Truck sales bounce back. Page 6. 
New-car:and truck registrations and new-car prices, Page 14. 
Used-car auctions, Page 10 (Detroit, Page 6). 
Vehicle production by makes, Page 21. 
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‘Nothing to Hide,’ He Says TS 


VW Distributor Discusses Suit 


By Maynard M. Gordon 
News Editor 


“WE HAVE nothing to hide,” says 
a Volkswagen distributor. 

“Somebody’s plenty jealous if they 
have to pick on the small fry,” a 
VW dealer contends. 

Another distributor declares: 
“Build a business on service—and 
go to court to defend yourself.” 

The comments all were made last 
week following disclosure of the 
Government’s antitrust suit against 
Volkswagen of America and 14 VW 
distributors in the U.S. 

Volkswagen of America has not 
commented yet, however. 

The suit, filed in Federal District 
Court in Trenton, N. J., charges 
wholesale and retail price-fixing, a 
ban on VW dealer duals with com- 
petitive makes and insistence on 
“exclusive territory sales” by dis- 
tributors and dealers. 

os © * 

OLKSWAGEN OF AMERICA 

and the 14 “distributor defend- 
ants” must respond to the allega- 
tions by Dec. 28. All of the 350 
franchised VW dealers in the U.S. 
are named as “co-conspirators,” but 
Volkswagenwerk G. m. b. H. is 
specifically not listed as a defend- 
ant because it is incorporated under 
West German law. 

Reaction of VW distributors and 
dealers to the Government’s action 
ranged from bitterness to a mild 
admission of pleasure on the part 
of one New York dealer, whose 
comment was: 

“That's one way of getting rec- 
ognition without having to pay 
for it.” 

Edsko Hekman, executive of Im- 


Caruso Loses 
Bid to Withdraw 
4 Guilty Pleas 


LOS ANGELES. — Attorneys for 
auto dealer H. J. Caruso argued 
unsuccessfully last week to with- 
draw guilty pleas in four of the 44 
felony counts for which Caruso 
was indicted earlier this year. 


The attorneys asserted that Ca- 
ruso had been “overpowered” by 
the 44 counts in two grand jury in- 
dictments and had pleaded guilty 
to four which, they said, was the 
smallest number the district at- 
torney would accept. 

A deputy district attorney at the 
hearing claimed that Caruso had a 
full copy of the grand jury testi- 
mony transcript and had already 
verbally acknowledged his guilt to 
the court. 

The hearing was in the court 
of Superior Judge H. Burton Noble 
who will sentence Caruso and other 
defendants Jan. 15. The indict- 


ments grew out of complaints 
about the sales tactics used at four 
dealerships owned by Caruso. 





also by lumber, paperboard and 
° > > 7. 


port Motors, Ltd., Michigan-Indiana 
distributor for VW, denied the 
Government’s charges insofar as his 
jurisdiction was concerned. 


“Our skirts are clean,” he said. 
“Our 16 dealers in Michigan and 
five in Indiana can sell VWs in any 
market they wish, at any prices 
they wish, dualled-up with any for- 
eign or domestic makes they wish.” 


* * * 


‘Free’ to Sell Anywhere 


nh displayed the new 1958 
VW selling agreement as evi- 
dence of the territory freedom 
claimed for VW dealers. A perusal 
of both the 1957 and 1958 agree- 
ments found no delineation of ter- 
ritories either in the “blank” copy 
or in an actual agreement signed 
by a Detroit area dealership. 


“My dealers are free to take 
orders from whomever they please,” 
Hekman said. “All we ask is that 
suggested prices be posted in the 
showroom and, if possible, that the 
VW facilities be housed separately.” 


The distributor noted that his 
predecessor as Michigan distribu- 
tor now is a VW dealer who also 
distributes a number of European 
makes. He ran down the list of 
Michigan and Indiana VW dealer- 
ships, requesting that names not 
be used: 


“One dealer in the Upper Penin- 
sula bowled me over the other day 
when he said he was chucking 
Chrysler-Plymouth. He said he 
couldn't run two businesses. An- 
other in Northern Michigan said he 
was giving notice to DeSoto- 
Plymouth. 

“A lower peninsula retailer who 
serves three counties took back 
Rambler a year or so ago, but he 
now finds the burden of handling 
two makes is too much, so he’s 
dropping Rambler. 

“But most of our other dealers 
handle a multitude of imports, such 


as Volvo, Porsche, Triumph or'| 


Isetta. We don’t care, so long as 


they give VW a fair shake.” 
* * > 


yyaetans was asked why VW 


dual dealers all seemed to end 
up as VW solos, with U.S. makes 
on the “has been” list. 


“They certainly aren’t pressured 


by us,” he replied. “If they want 


merchandise on a _ high-inventory 


basis, they’re crazy to chance it 


with VW, but on the other hand, 
they tell me it’s foolish to plow VW 
profits into losing operations with 
other domestic or foreign makes.” 

The Grand Rapids distributor 
cited the case of a VW deal co- 
owned by a prominent Detroit 
professional athlete. The deal was 
handling a dozen foreign makes 
in a Michigan automotive manu- 
facturing center. Profits improved 
when all makes but VW were 
dropped. 

Hekman estimated that the 21 
dealerships in Indiana and Michi- 
gan will retail about 3,500 VW cars, 
buses and Karmann-Ghia hardtops 
this year. He said Import Motors 
has more than 600 written applica- 
tions for franchises from the two 
states. 


“We have only five deals for the 
entire state of Indiana,” he 
lamented, “but there just aren’t 
enough cars shipped from Germany 
to warrant naming any new deal- 
ers now.” 

= * * 
Long Waiting Lists 
HE fact that the dealer discount 
is only 19 percent hasn’t de- 
terred would-be VW dealers, Kek- 
man observed. The compelling in- 
centive is “our long waiting lists, 
running up to two years at Seaway 
Motors, Detroit, if all the orders 
stay firm,” he said. 

An official of a western VW dis- 
tributor told Automotive News that 
he perceived a good deal of irony 

(Continued on Page 18, Col. 1) 





All Economic Indicators 
Show Pre- Yule Increase 


By Kenneth C. Kelley Jr. 
Staff Writer 

j= pre-Christmas surge of pro- 

duction and sales has carried 
the Automotive News Economic 
Index to 107.5 percent of last 
week's level although the momen- 
tum was 95.1 percent of the like 
week last year. 

Led by department-store sales, 
virtually every economic indica- 
tor ran ahead of the figure for 
last week. The department stores 
saw the Christmas-buying boom 
bring in a 35.2-percent increase 
in business. 

Particular strength was shown 





Business Barometer 


Automotive News Economic Index — 


107.5 Percent of Last Week 
95.1 Percent of Like Week Last Year 


Auto Production 
Truck Production 
Auto Registrations—Year to date 
Truck Registrations—Year to date 
Steel Production—Tons 


Lumber Production—Boord Feet.. 
Paperboard Production—Tons 

Soft Coal Output—tons 
Oil Refinery Output—Borrels .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 
Department Store Sales Index .. 


U. S$. Government Spending 
—Fiscal year to date 


Savings Deposits 
Used Car Prices—Average 





$38,082,661,000 
Commercial and Industrial Loans $31,148,000,000 
$23,814,000,000 © 


Percent of 
Percent of Like Week 
Last Week Last Year 


104.3 91.9 
100.1 94.0 
100.5 

96.3 

70.1 

91.5 

102.7 

84.2 

97.9 

102.2 

83.5 

95.1 

87.8 


145,493 
22,604 
5,072,104 
739,836 
1,770,000 
211,953,000 
288,876 
9,075,000 
50,605,000 
12,315,000,000 
361,385 

215 

301.8 


110.3 
103.8 
109.3 
104.4 


269 108.0 


soft-coal production and barometer 
freight-car loadings. 


Two factors show a loss when 
compared with last week's total— 
steel production continued its slide 
and the stock market moved right 
along with it. 

> . > 
7s comparison of this week's 
totals with those for the like 
week last year offers one of the 
few chances at this time of year 
to compare full-scale activity this 
year with last. 


With Thanksgiving slowdowns 
out of the way, the Christmas rush 
in full swing and the Christmas and 
New Year holidays yet to come, the 
figures show what the economy did 
at full throttle in the two years. 


The indicator with the strong- 
est gain over the year-earlier 
figure is the savings-deposits 
total, which is 9.3 percent ahead 
of the 1956 balance. 


In fact, this offers the strongest 
clue on why some of the other 
indicators have eased off. While a 
number of sales and production 
figures have been slipping, balances 
in the savings accounts in major 
banks have been moving upward. 

- * . 

7s indicator with the sharpest 

loss is steel production, which 
is running 29.9 percent behind the 
rate of the like week last year. 
While the steel industry is plagued 
with a scarcity of customers, it 
would be expected to be running 
below the rate of this period of last 
year when it was catching up after 
the strike of the summer of 1956. 


The used-car price average is up 
again, 0.2 percent ahead of last 
week and 4.4 percent ahead of last 
year. Business failures were below 
the rate of last week although they 
were still 8 percent ahead of the 
like week of 1956. 

Government reports for Novem- 
ber indicate that the current 
business downturn may be more 
apparent than real—while some 

(Continued on Page 18, Col. 4) 
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(BASED Om FOREIGN StmnLL CARS) 


FORD, CHEVROLET ano PLYMOUTH 
EACH MADE ITS DEEPEST MARKET 
PENETRATION ON A WHEELBASE OF FROM 


100 Te 107 imeuES 








bo——fo—___—— sag’vo 
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How AMC Models Fit Into Market— 


American Motors uses this chart to support its claim that it has outflanked the 
major auto makers in a broad section of the American auto market, The Ramble 
American, which returns to the market early in January, is built on a 100-ind 
wheelbase, and the standard Rambler has a wheelbase of 108 inches. Wheelbase; 


of other volume-production U. S. models 
+ * * 


start at 116 inches. 
* * 


Romney Tells Success Story < ad 


$3 Million AMC Profit 





DETROIT.—After announcing an 
indicated net profit of $3 million in 
the quarter ending Dec. 31, George 
Romney, president, met with the 
press last week to discuss the 
“why” behind the sales success of 
the Rambler idea. 


Romney said that after reducing 
its operating losses in the 1957 fis- 
cal year to about one-third that of 
the previous year, the company 
turned the corner in October to- 
ward a profitable 1958 and has con- 
tinued to operate in the black. 
Against the indicated profit in the 
first quarter, American Motors lost 
$2,994,613 in the comparable 1957 
period. 

In the 1957 fiscal year, the net 
loss from operations amounted to 
$10,533,200, before provision of $1,- 
300,000 for revaluation of idle prop- 
erty held for sale, for a net loss 
of $11,833,200. Corresponding figures 
for the previous year were an op- 
erating loss of $31,446,190, which 
was before a $10,662,372 nonrecurr- 
ing profit from the sale of Ranco, 
Inc., stock, and tax credits of 
$1,037,576, resulting in a net loss for 
that year of $19,746,242. 

Romney credited the improve- 
ment in the company’s operating 
results to increasing Rambler sales 
—up 52 percent over a year ago in 
the first two months; a more sta- 
bilized wholesale price structure in 
Kelvinator appliance business, and 
a reduction in expense of the spe- 
cial products (defense) division. 


Bank borrowings during the 
quarter reached the lowest point 
since the formation of American 
Motors, reaching 18 million as of 
Dec. 1, as compared to $27 million 
on Sept. 30 and $36 million a year 
earlier. 


American Motors tax credit aris- 








The Last One— 


Dave Wilkie, veteran Associated Press 
auto editor, paints a “30" on the wind- 
shield of the last two-passenger Thunder- 
bird to pass down the Ford assémbly 
line. “Thirty” is a@ newspaper term for 
“the end.” 


ing from carry-over of prior-year 
losses now total approximately $47 
million. 


Romney said that it took seven 
difficult years to break the big- 
car mentality and convince the 
public that the Rambler would 
continue in production. 

Now, he said, this has largely 
been accomplished and the change 
in the auto market which made a 
place for the Rambler is being 
accelerated. 

At one time, Romney said, car 
buyers were guided by the fact that 
car size was once accepted as a 
symbol of success. Now there are 
other symbols of success besides 
cars, but as far as cars go, the 
success symbol is number of cars 
rather than size. 

Romney asserted that all of the 
Big Three auto makers are now 
“obviously committed to smaller 
car programs.” 

The Rambler breakthrough, he 
said, paved the way for the foreign- 
car invasion. 

He asserted that the Rambler 
American, which will be announced 
in January, will have an advertised 
delivered price of under $1,800, and 
will offer stability through simpli- 

(Continued on Page 4, Col. 2) 


2-Place T-Bird 
Makes Way for 
4-Passenger 58 


DEARBORN.—The last two 
passenger Thunderbird ever to be 
built passed down Ford Motor Co.'s 
assembly line here last week. 


Although it will be succeeded 
early in 1958 by an enlarged, se- 
date, four - passenger Thunderbird, 
things will never be quite the same 
again for those who admired the 
agile grace of the two-seated Bird. 


The T-bird made its debut three 
years ago amid considerable fan- 
fare, and became an instant suc- 
cess. To many, it was a latter-day 
version of the famed Ford Road- 
sters of the ’20s and ’30s. 


Although Ford expected at the 
outset to sell about 10,000 a year, 
the final unit was No. 53,166. 

The new Thunderbird will retain 
its 52.5-inch height, but will have 
a wheelbase 11 inches longer, over 
all length 24 inches longer and 
will be 4.2 inches wider. It will 
have a unitized construction and 
will be built in the new Lincoln 
plant at Novi, Mich. 

The two-seater Bird was as 
sembled at Dearborn and bodies 
were furnished by an outside sup- 
plier. 

Throughout the life span of the 
two-seater, a gentle dispute was 
carried on among auto fans as to 
whether the T-Bird was a sports 
car. There will no argument about 
the '58. It ain’t—Rosert M. Lignert 
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Dealer Forum 


by Robert M. Finlay 





r THIS season dedicated to One 
who has become a symbol of 
goodwill among men, it might be 
well to examine some of the recent 
developments in the national or- 
ganization of dealers. It appears 
that a major cleavage could de- 
velop within NADA, with the dis- 
pute descending to personal attack. 

In essence, the question miany 
dealers will be asking is this: 
“How strong should a strong 
leader be?” 

Yet that may not be the question 
at all. Most people tend to express 
their abstract problems in person- 
alities. When the old order changes, 
we tend to blame one man or a 
group of men for our problems, 
rather than new concepts. It’s 
harder to get your teeth into a 
shifting concept. 

* * * 
Looking for Reasons 

ND so, when dealers sell some 

six million new cars a year and 


still find it difficult to keep their) 


heads above water, it is natural 
for them to look for the reasons. 

Some think that NADA should 

launch a big advertising program 
to get the public in tune with 
dealer thinking. 

Others believe a more profitable 
course would be to get dealer 
thinking in tune with the public. 
And some think it is just a 

matter of Frederick J. Bell, execu- 


Sunday Sales Ban 
Gets New Teeth 
In Little Rock 


LITTLE ROCK, Ark.—Little 
Rock and North Little Rock have 
taken steps to ban auto sales on 
Sunday and ordinances prohibiting 
such sales are expected to be en- 
forced from now on, according to 
George Benjamin, executive vice- 
president of the Arkansas Automo- 
bile Dealers Assn. 

Along with Benjamin, Dave 
Roberts, president of the Little 








Rock Automobile Dealers Assn.,| 


and Ed Cochran, of North Little 
Rock, president of the Indepen- 


dent Automobile Dealers Aéssn.| 


of Arkansas, spearheaded the 


campaign for the enforcement of | 


Little Rock’s ordinance and the 


passage of a similar one by the} 


North Little Rock City Council. 


A resolution adopted by the Little 
Rock City Manager Board called 
for the enforcement of an existing 
ordinance against Sunday vehicle 
sales. An emergency clause was 
attached to the North Side version 
to make it effective immediately. 


Benjamin said he was informed 
that both mayors would instruct 
their police chiefs to enforce the 
ordinances starting immediately. 


The two local ordinances are the 
start of what will be a statewide 
campaign to ban Sunday auto sales, 
Benjamin said. 

Benjamin said new-car dealers 
were unanimously in favor of the 
ordinances and that the used-car 
dealers were “about 95 percent” 
for them. He said only a few used 
car dealers have been selling on 
Sunday, often in a “circus atmos- 
phere.” 


Index 


Advertising News 
Auto Market Reports 
Coming Events 
Editorial 

Letterbox 

New Products 
Obituaries 

Prices, Foreign-Car 
Prices, New-Car 
Production by Makes 
Registrations, Cars, Trucks 
Turnings 

Used-Car Auctions 
Washington Column 








tive vice-president of NADA, run- 
ning the association rather than 
NADA running Bell. 

> + * 


Has Done Job 


dar geome! Washington observers 
tell us that this is nonsense. 
Bell, whether you like him person- 
ally or not, has done his job well. 
He is the executive arm of NADA, 
retained to carry out the wishes 
of the directors acting for dealers 
as a whole. 


He cannot act in good con- 
science for a small group of 
dealers at the expense of other 
dealers. 

NADA is made up of dealers of 
diverse thinking. There are ultra- 
conservative dealers who want to 
do business as they did in the “good 
old days.” There are “Young Turks” 


|}among dealers who want no rules 


at all. There is a large group of 
dealers, largely conservative but 
open-minded enough to change 
with the new day. 

There are big-city dealers who 
must have large volume to exist. 
There are suburban dealers who 
have similar problems. There are 
rural dealers who must follow a 
tight moral code. They serve more 
than they sell. It’s a long road 
between the free-wheeling dealers 
of the city and the straight-laced 
service dealer of the country. 


Parts Are Powerless 


| /IVIDE NADA into its various 


parts, and it falls apart. Its 


| strength is gone. Thus NADA can- 


not act in the selfish interest of 
any group within it, for to do that 
would be to act against the interest 
of other groups of dealers. 

NADA is powerful only when it 
acts for all dealers. And the only 
common ground for all dealers is 
the public interest. 

So NADA must have a leader 
strong enough to tell its members 
that there is only one sure course 
—the public course. 

History is against those who 
would go back or even those who 
would preserve the status quo. The 
little merchants of yesterday pro- 
moted enactment of the chain- 
store laws, which were ineffective 





in their design to hold back the 
sweep of the chain stores. 

The chain stores did sweep 
across the country, but even the 
chain stores had to adjust to an- 
other trend—the food super- 
markets. 

= » . 


Rise on Buyer Votes 


LAV did not shape the super- 
markets. They rose to success 
on the votes of the buyers. And it 
will be the buyers who will shape 
the future of the auto merchants. 

We can fool the buyers for a 
time, but history shows that we 
can’t beat them. 

So, in this Christmas season, 
it might be a good time to recall 
that the road of self-service is a 
blind road; that if we are to be 
successful, we must get in step 
with the public. 

NADA and its members will 
prosper if it sets its course toward 
that goal. 


Fire at Fulk-Bayer 

CANTON, O. — Twenty-six new 
Ramblers and nine used cars were 
damaged in a fire at Fulk-Bayer 
Co. Damage to the autos and the 
building was estimated at $65,000. 
Police believed the fire may have 
been started to cover a burglary. 
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Outgoing President Cited— 


Charles A. Bott, left, newly elected pres- 
ident of the Philadelphia Automobile 
Trade Assn., presents ship's clock to Ray- 
mond P. Scott, right, outgoing PATA pres- 
ident. Looking on is William F. Kelly, 
president, First Pennsylvania Banking and 
Trust Co., principal speaker at PATA's an- 
nual meeting. More than 250 dealers 
attended the affair held at Philadelphia's 
Warwick Hotel. 





Speaks at Cincinnati... 





By Frank Kappel 
Staff Correspondent 


CINCINNATI. — American auto- 
mobile dealers are the “greatest 
philanthropists the world has ever 
known or probably will ever know,” 
members of the Cincinnati Automo- 
bile Dealers Assn. were told last 
week. 


Elson G. Sims, Vincennes (Ind.) 
Ford dealer, said that “dealers 
have been involved in the great- 
est wholesale giveaway program 
that modern business has been 
able to conceive up to this time. 


“About a year ago, I did a little 
mathematical computation on 1955 
sales and profits in the automobile 
industry,” he said. “Instead of 
dealer sales of $36,268 million earn- 
ing 10 percent on each sales dollar, 
we got 0.8 of one percent profit.” 


“Think of it,” he said, “we gave 








‘Buy-at-Home 


’ Theme Gets 


Emphasis in Dealer Ads 


By John K. Teahen Jr. 
Staff Writer 


| ALMOST every discussion of 
cross-selling, someone is sure to 
remark that the problem is more 
specifically one of cross-buying — 
that since the product is mobile, the 
customer will travel far and wide 
to find what he thinks is the best 
deal. 

Take the wheels off the car, 
say these tongue-in-cheek theo- 
rists, and the problem would be 
solved. 

Most retailers prefer a less dras- 


Make Groups 
In Pennsylvania 


Named by NADA 


HARRISBURG, Pa.— The Penn- 
sylvania Automotive Assn. has an- 
nounced the names of dealers 
elected to serve as line-make repre- 
sentatives from Pennsylvania at the 
NADA convention. They are: 

Buick—Charles A. Olson, Olson 
Buick, Altoona. 

Cadillac — Elmer W. Reiber, 
Reiber Cadillac Co., New Castle. 

Chevrolet — Alex McClinchte jr., 
Pinkerton Motor Co., Pittsburgh. 

Dodge—Paul E. Ruch, City Auto 
Sales, Inc., Clearfield. 

DeSoto—Louis S. Snyder, Warner 
Motors, Inc., Harrisburg. 

Ford—J. A. Moore, Moore Ford 
Co., Scranton. 

Hudson—Lewis A. Eyster, 
angle Motor Co., Sunbury. 

Lincoln-Mercury — Dean Mori, 
Mori Sales & Service, Inc., Mon- 
essen. 

Pontiac — Raymond E. Mills, 
Becker-Mills, Inc., Philadelphia. 

Oldsmobile—William K. Gottshall, 
Ruhe Motor Co., Allentown. 

Nash—W. J. Fulton, Fulton’s 
Garage, Washington. 

Studebaker-Packard—Lee McWil- 
liams, H. Landis Hill, Inc., Lan- 
caster. . 

Trucks—Harold G. Reslink, Res- 
link & Wiggers Motor Co., Erie. 


Hearn Heads 
Charlotte Dealers 


CHARLOTTE, N. C.—George 
Hearn, Hearrt Motor Co., has been 
named president of the Charlotte 
Automobile Dealers Assn. Other 
new officers are: 


William B. Scott, Hutton-Scott 
Co., vice-president; W. F. Beau- 
champ, Don Allen Chevrolet Co., 
secretary-treasurer; J. D. Daniels, 
Daniels Motor Co.; Jeff Davis, 
Courtesy Motors, Inc.; Frank Gos- 
sett, Hoppe Motors, Inc.; Frank 
Woods, Frank Woods, Inc., and 
Fred R. Young, Young Motor Co., 
directors. 


Tri- 


tic approach. They would like to 
take the wheels off the buyer—to 
make him realize that the best deal 
is the one he can get right in his 
own back yard. 


For such an educational program 
to bear fruit, the hometown dealer 
must be a capable merchandiser. He 
must give first-rate service, and he 
must know how to advertise. 


« * ~ 


JPSTEFUTIONAL advertising, in 
which several dealers participate, 
can be a big help in such an under- 
taking, since each gets more for his 
ad dollar when he teams up with 
other merchants in the same field 
who are trying to put across the 
same message. 


Six dealers in Palm Springs, 
Calif. have adopted a program 
of this type. They have drawn up 
a series of six-column-by-18-inch 
afls which will be rotated and 
repeated in the Palm Springs 
Desert Sun each Friday until next 
May 16. 

Each ad is headed “Here Is the 
Best Deal!” and goes on to explain 
why the local dealerships are the 
best places to buy a new or used 
car and to have it serviced. 

Cooperating in the project are 
Palm Springs Buick (Buick-GMC), 
Plaza Motors (Cadillac-Oldsmobile), 
Stack Chevrolet, Plaza DeSoto- 
Plymouth, Ben Cowan Ford-Edsel, 
and Palm Springs Lincoln-Mercury. 


ANOTHER such promotion was 
staged by eight dealers in Bed- 
ford, O., a Cleveland suburb. They 
published an eight-page newspaper 
which extended “Season’s Greet- 
ings” to residents and extolled the 
merits of buying at home. 

In other areas, many dealers got 
the Christmas spirit and decided it 
is more blessed to give than to 


(Continued from Page 21, Col. 4) 
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| Dealers Giving Away 
Assets, Sims Charges 


away our legitimate profit during 
each and every working day of 
1955 at the rate of more than $10 
million a day. Those $64,000 Revion 
people are pikers compared to us, 
and they get all the good publicity.” 


Sims said during 1953, 1954, and 
1955 dealers gave away profits. 
Then, “in 1956 you started giving 
away assets. If this is not serious 
to dealers, and to the automobile 
manufacturers of America, then 
God have pity on this industry and 
this country of ours.” 

The Ford dealer then pointed up 
four reasons for the profit loss. 

“First,” he said, “the service 
responsibility clause was removed 
from our franchise in 1949. At 
this time, we ceased to have a 
franchise and began to operate 
with a selling agreement. Recent 
dealer polls indicate that dealers 
are voting from 70 to 86 percent 
in favor of some form of service 
responsibility. 

“We have been talking about this 
for three or four years and up 
until now, we have had very little 
help from our associates in Detroit, 
and the Justice Department hasn’t 
been much help either. 

“Secondly, we have some account- 
ing systems which, in my opinion 
confuse the dealer as to his true 
cost of doing business.” 

Sims then displayed a finance 
statement that contained 1,446 
blank spaces for figures. 

“If you can show me one space 
where you can insert the true and 
full cost of selling a single auto- 
mobile, I'll eat that statement at 
high noon in the middle of Times 
Square without cream, sugar or 
anything else.” 

“It’s not there. It has not been 
there for 30 years and it won't be 
there for the next 30 years unless 
you get sufficiently concerned and 
cause it to be planted there.” 

Sims then offered to bet the 
dealers a new hat that there wasn’t 
one automobile manufacturer in 
America that hasn’t known—within 
$5—what his true and full cost of 
making and selling each new car 
which they have sold in the last 10 
years. 

“If it is necessary for these 
people to know their costs, then 
isn’t it just as important for we 
dealers to know?” he asked. 

The third reason for low profits, 
he said, is that too many dealers 
have been encouraged to forget 
profits and go after volume. These 
irresponsible, uncontrolled and un- 
scrupulous races for leadership has 
played havoc with dealers’ profits. 
He pointed up that this makes 
large volume dealers, but they’re 
the smallest dealers profitwise. 

The fourth reason, he said, is that 
dealers have been practicing “too 
many false theories” of how to 
make money. 

“We have been paying too much 
attention to service absorption and 
little or no attention to the new 

(Continued on Page 21, Col. 1) 


On the House... 


Milwaukee dealer 


the association, 
om <<; 


convention ... 





Wemhoff 


accustomed to different working standards, 


Many mechanics, lured away from dealer shops 
to factories in past years, are returning to dealer- 
ships as plant operations are cut back, reports the 


association. “These men are now 
” warns 
“so be careful before you hire 


. Montana dealers, hopeful that Dean 
Chaffin will be the next NADA president, paid him 
glowing tribute and presented him with a portable 
TV set the other day at association’s annuel 


Dawson Taylor, Detroit Chevrolet dealer, had 
his new song hit—“I Turn the Corner of Prayer” 


—played over CBS network last week ... Oregon dealers will hold 
annual convention May 8-9 in Eugene, with Ben Collard as chair- 


man ... Charles F. Turbiville 


(Mercury) succeeds C. C. Gunn 


(who’s been elected a vice-president) as San Antonio director for 


the Texas association ... 


Ohio association’s new legislative committee consists of Dan Gross, 


Edgar Planck and John Rodenfels . 


New Year to all of you! 


. . Merry Christmas and Happy 


—Pete Wemuorr, Editor, 
Automotive News 
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Norton Raps Plan in Resignation Letter... 


NADA Eyes New ‘Quality’ Bonus 


(Continued from Page 1) 


same to you. However, to be per- 
fectly fair to the committee, 
NADA and ADSA, I should point 
out some of the reasons for my 
resignation from the committee. 


When the special consulting com- 
mittee was created by the NADA 
board, Oct. 9, 1957, Executive Vice- 
President Fred Bell was instructed 
to prepare, with the advice and 
counsel of this special consulting 
committee, a plan or plans to con- 
trol or eliminate certain merchan- 
dising practices existing in the re- 
tail automobile industry. 

I was neither advised nor coun- 
seled with as an individual or as 
a member of the special committee. 
Other members of the committee, as 
the records will show, stated that 


Fears Dispelled 
Of 58 Squeeze 
On Auto Credit 


(Continued from Page 1) 


paper offered by finance companies, 
are now going at lower interest 
rates. Two reductions in 
commercial-paper rates were an- 
nounced in less than a month by 
major finance companies. 


The interest charged by banks 
has held steady so far although 
there are signs that it, too, will slip 
once the borrowing to finance holi- 
day trade is out of the way. 

Although they are paying less 
for funds obtained from com- 
mercial paper, major finance com- 
panies said last week they could 
see no immediate reduction in 
either floor-plan rates or charges 
on retail auto paper. 

The reason for this, they said, is 
that only a small part of their 
funds are derived from commercial 
paper. 

The two recent reductions in 
commercial-paper rates are not of 
major significance when compared 
with the increases in the same 
rates during the tight-money 
period. 

> > > 

S ROBERT L. OARE, board 

chairman of Associates In- 
vestment Co., pointed out in a 
statement on interest charges: 


“Tt is significant to note .. . that 
commercial-paper rates have been 
increased on 15 different occasions 
and decreased on three occasions 
during the period from June, 1955, 
to date, including the reductions 
this month.” 

The finance companies still must 
meet the highest interest rates on 
current bank borrowing and bonds 
sold before the end of the tight- 
money period. 

In its own survey of fiance exe- 
cutives, the American Finance 
Conference, a trade group, found 
that car buyers can expect little 
change in availability of install- 
ment financing in 1958. 

The executives generally seemed 
encouraged by the easing of the 
money market noted so far and at 
least one said he expected bank in- 
terest rates to slip “before spring.” 

. 


Rise in Consumer Auto Credit : 1947-1957 





Graph Amencan finance Conterence Source Federal Reserve Boord 


Credit Boom— 


Soaring use of credit to purchase auto- 
mobiles in the last 11 years is shown by 
this chart from the American Finance 
Conference. The amount borrowed shot 
up from $2.23 billion to $16.39 billion 
while repayments were up from $2.34 
billion to $15.4 billion. The amount re- 
paid in 1957 stood 558 percent ahead of 
the 1947 total while the 1957 borrowing 
was 407 percent ahead of the 1947 
figure. 


neither were they advised nor 
counseled with by Admiral Bell. 


Admiral Bell stated at the be- 
ginning of the committee meeting 
that his was not a plan, but a pro- 
gram to be known as the E.C.O. 
(equity of competitive opportunity). 
When his program was presented 
to the committee, it became appar- 
ent that there was confusion and 
disagreement among the members 
of the NADA staff, who really pre- 
pared the program. 


May I point out a few instances 
of disagreement among the staff? 
(A) Whether or not the overriding 
bonus was retroactive. (B) Whether 
or not it applied to sales made by 
the dealer or to his purchases from 
the factory. (C) Whether or not the 
overriding bonus would be paid 
only in the dealer’s designated area 
or would it apply to all sales made 
by the dealer. (D) Confusion on 
the meaning of ADP (advertised 
delivered price). 

The portfolio explaining this 
program presented to the com- 
mittee contained a draft of 10 
bills of proposed legislation, any 
one of which might be required 
to safeguard the legality of the 
program. 

General Counsel James C. Moore 
stated that the so-called territory 
security bill, prepared in 1955 at the 
request of the board of directors 
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“This ‘no money down’ business 
is what caught our eye! Homer’s 
been out of work for siz months, 
and we're $7,346.72 in debt!” 





Romn 


in Miami, would have accomplished 
the same legal result as any one of 


the 10 bills presented to the com- 


mittee and that “the proposed 1955 


legislation was the perfect bill to 
accomplish permissive legislation 
giving factories the right to reward 
their dealers on a territorial basis. 


Therefore, Mr. President, NADA 
finds itself right back in the same 
position legislative- wise that we 
were four years ago this coming 
January. 


Further reasons for my resigna- 
tion from the committee are: The 
proposed new survey of NADA 
members (NADA has taken many 
surveys but nothing conclusive has 
ever come from them. 


The Monroney survey showed a 
majority of dealers in favor of 
some type of reward for assuming 
sales service obligations. Again 
NADA took no action), and the an- 
nouncement of “Operation Quality” 
by Admiral Bell and the expendi- 
ture of $15,000 on the “Operation 
Quality” program without prior 
consulation or approval of the spe- 
cial committee. 

In conclusion, may I say that 
the NADA board of directors, all 
of whom under terms of the by- 
laws are active authorized deal- 
ers, must again assume control of 
our national association in a 

strong advisory capacity, and 


demand that the NADA staff | 


counsel and advise with the board, 
and by firm action direct Admiral 

Bell to include on the NADA 

staff personnel with practical ex- 
perience at the dealer level under 
present marketing conditions. 

Until this is accomplished I can 
see no relief for the quality 
dealer. 

Although I intend to remain an 
active member of NADA, for the 
many reasons I have given I do 
not desire to be a member of any 
committee whose members have no 
voice in its functions. Therefore, 
I respectfully request that you ac- 
cept my resignation as a member 
of NADA’s special consulting com- 
mittee. 

Assuring you that I appreciate 
the many courtesies shown me by 
you as president of NADA and 
realizing that to correct these con- 
ditions you cannot stand alone, but 
must have support of a majority of 
the board, I remain, very truly 
yours, H. Mead Norton. 


Tells Success Story ... 





$3 Million AMC Profit 


(Continued from Page 2) 


city in styling and mechanical fea- 
tures. 

At present AMC retail sales are 
at the rate of 165,000 a year de- 
spite an inventory shortage and 
the sales goal for the fiscal year 
is 180,000. 

Romney said that the economic 
dip has helped Rambler sales, but 
that a serious dip would hurt. There 
are no economic reasons for a 
serious dip, he added. 

The changed market situation 
which led to the improved climate 
for the “compact” Rambler were 
listed by Romney as: 

1. Explosion of the cities out 
into the countryside. 

2. A highway system woefully 
behind the times. 

3. Parking problems and traffic 
congestion. 

4. A spurt in multiple car owner- 
ship. 

5. Transportation costs taking a 
larger share of income. 

6. Inflation putting the screws 
on the family purse. 

7. People expressing themselves 


Pontiac Dealers Elect 


Arthur in Cleveland 


CLEVELAND.—Harry G. Arthur 
jr. has been elected president of 
the Pontiac Dealers Assn. of 
Greater Cleveland, succeeding 
Louis Newman. 

New vice-president is Michael 


was reelected secretary-treasurer. 


in success and fun symbols other 
than the swank car. 

8. Waste of national resources 
down drain of “gas-guzzling en- 
gines, showoff sheet metal, exces- 
sive styling changes, chromium 
claptrap.” 

9. U. S. beginning to find itself a 
little fat in the middle and a little 
short of breath in the survival 
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Lead Montana Dealers— 


Officers and directors of the Montana 
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Automobile Dealers Assn. are, front row, 
from left, William H. Fredricks, Helena, secretary-manager; Norman G. Brekke, Scobey, 
second vice-president; Ray Wirth, Great Falls, president; John M. Ryall, Livingston, 
first vice-president; Rodney J. McCall, Missoula. Back row: Paul J. Bowman, Kalispell, 
| Leonard W. Dee, Anaconda; Roy E. Murray jr., Butte, board chairman; R. J. Hilger, 
Glendive; Robert V. Kaiser, Forsyth; Arnold J. Hannah, Shelby; Dean Chaffin, Bozeman, 
first vice-president, NADA, and Charles C. Tomcheck, Townsend. 





feels. 

Most concerned about sales are 
dealers in the medium-price lines. 
They see Ford and Chevrolet 
grabbing a wider share of the 
market during 1958. 

“Ford is going to sell about the 
same next year, and Chevrolet will 
sell more,” said one. 

“That in itself wouldn’t really 
scare me,” he continued, “as I feel 
my own market potential is always 
there. The danger is that they will 
get in a real slugfest for sales 
leadership. When the big boys do 
that, it murders everybody else.” 


Dealers in the medium-price field 


Paint-and-Bump 
‘Code’ Sought by 
Refinish Institute 


(Continued from Page 1) 


industries, and J. R. Mason, Rin- 

shed Mason Co., member-at-large. 
7. > 7 

__araseee all segments of 

the automotive refinish industry 

at the organization meeting were: 


Marsden, Gustafson, Harry 
Webster, H. K. Porter Co.; E. 
W. Windsor, Sherwin-Williams Co.; 
R. W. Hughes, Martin Senour Co.; 
W. T. Kerman, W. R. Brooks and 
J. E. Rowe, Binks Mfg. Co.; T. C. 
Gilcoyne and J. S. Phillips, Behr 
Manning Co. 

Mason, E. N. Grossman, Arco 
Paint Co.; Victor B. Day, Bear Mfg. 
Co.; Hal Goehrig, Blackhawk Mfg. 
Co.; Stoddard, Dave V. Perry, De- 
Vilbiss Co.; Boehm and O’Doherty. 

The Chicago meeting culminated 
efforts started in Detroit last spring 
to set up the institute, O’Doherty 








race with the dead-serious Soviets. | said. 





Philadelphia Dealers Elect Offcers— 


Charles A. Bott, second from right, was elected president of the Philadelphia 
Paradise and Joseph Ziegler, an|Avtomobile Trade Assn. during the assaciation’s annual meeting. He succeeds Ray- 
accountant for several dealerships, | mond P. Scott. New officers, from left, are Robert E. Bertolett, treasurer; Edward C. 
Swirsding, vice-president, and C. R. Koelle jr., secretary. 


Sales to Match °56 Total, 4 
But Dealers Fare Better 


(Continued from Page 1) 


Easier credit will help, too, he|also anticipate a squeeze from the 


top, too, with high-priced cars ex- 
pected to expand their share of the 
market. 

* * = 

PEAKING of competition, an- 

other dealer said, “It seems that 

it gets a little tougher every year. 
Each year you think it couldn’t pos- 
sibly get any keener, but it always 
does.” 

Keener competition is expected 
to leave its mark on sales, while 
some dealers feel that if there is 
a mild recession during the year, 
their financial reserve will be 
whacked. 

“The wheel-deal boys who go for 
volume at any cost and depend on 
the finance reserve for their profit 
may hit the end of the road in 
1958,” said one dealer last week. 

= > * 

HE used-car market was still in 

the throes of adjustment last 

week. Although average prices 
were up for the third week in a 
row, the percentage of sales sank 
to the year’s low. 

According to Automotive News’ 
index, average prices of used 
units sold at wholesale auction 
rose $2 to $1,057. The sales ratio, 
however, was only 59.1 percent— 
the first time this year it had 
fallen below 60 percent. 

The price of 58s went up $22 to 
$2,874; ’57s rose $13 to $1,839; 52s 
advanced $4 to $263; ’Sis added $2 
to reach $197, and ’55s gained $1, 
leveling off at $963. 

The price of 54s went down $13 
to $638; ’56s fell $11 to $1,286, and 
53s retreated $3 to $393. The ad- 
justed prices for all three models 
represented new lows. 


Wiles Will Retire 
From GM Dec. 31 


DETROIT.—Retirement of Ivan 
L. Wiles, 59, as executive vice- 
president of General Motors was 
announced Thurs- 
day by President 
Harlow H. Cur- 
tice. 

The retirement, 
elected by Wiles 
under provisions 
of the General 
Motors retire- 
ment program, 
will be effective 
Dec. 31. Wiles 
also is retiring 
from membership Ivan L. Wiles 
on the General Motors board of 
directors and from the operations 
policy and administration commit- 
tees. 


Appointment of Wiles on March 
5, 1956, as executive vice-president 
in charge of dealer relations 
capped a distinguished General Mo- 
tors career that began in 1928 
when he joined Oakland Motor Car 
Co. He was general manager of 
Buick for more than 7 years, @ 
period during which Buick reached 
its greatest sales heights. 
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Month’s Truck Sales 


Continue Comeback 


UCK sales continued their 

comeback in October as regis- 
trations ran ahead of the October, 
1956, total. Ford grabbed the lead 
in sales for the month. 

New-truck registrations for Oc- 
tober amounted to 76,899, according 
to data compiled by R. L. Polk & Co. 

The figure was 1.11 percent bet- 
ter than the 76,052 registrations 
for October of last year but fell 
1.61 percent short of the 78,156 
sales in September of this year. 

In each of the first six months of 
this year, truck sales lagged behind 
those for the comparable month of 
1956. Since the beginning of the 
second half, sales have run ahead 
of the year-earlier figures in July, 
September and October. 

* + * 

_ improved showing in the 

second half has not been enough 
yet to bring total sales for 1957 up 
to the comparable total for 1956. In 
the first 10 months of this year, 
truck registrations have totalled 
734,037 or 3.63 percent less than the 
761,714 units in the comparable pe- 
riod of 1956. 

Sales of Ford trucks ran ahead 
of those for Chevrolet in October 
by a margin of nearly 5,000 units. 
Ford registrations were put at 
28,072, compared with 23,269 for 
Chevrolet. 

Chevrolet has led the sales parade 
in seven of the first 10 months of 
this year. In addition to October, 
Ford was first in April and May. 

* = + 


ESPITE the fact that October 
sales were below those of Sep- 
tember, six manufacturers and the 
miscellaneous group had higher 
registrations for the month. Ford 
posted the sharpest gain as it 
moved into the top-selling spot. 
Sales by each manufacturer for 
October, compared with those of 
September, were: 








October September 

SR dace catdenduitintieel 28,072 25,524 
Chevrolet ............... 23,269 27,380 
International ........ 9,080 9,213 
SN al Rindinscdescolesshess 5,105 5,275 
ac tenis 3,877 4,173 
SIE 2,020 1,721 
cit Siactestknsnchien 1,265 1,072 
Se. 1,047 898 
Studebaker ............ 440 461 
Diamond T ............ 327 240 
Na 140 143 
Brockway .............. 80 58 
Miscellaneous ...... 2,177 1,998 

a 76,8399 78,156 


During the first 10 months of this 
year, three manufacturers—Chevro- 
let, Ford and Mack—and the mis- 
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increase their penetration of the 
declining market. 

Chevrolet sales for the year have 
crossed the quarter-million mark | 
and now stand at 251,623. The total | 
is good for 34.28 percent of the) 





|market and a gain of 0.78 percent- | 


age points over the share that | 
Chevrolet had in 1956. 


* * * 


ro has been the biggest winner | 
so far this year. Its registrations | 
now stand at 239,189 units, equal | 
to 32.59 percent of the market and | 
a gain of 2.73 percentage points. 

Mack has gained an additional | 
0.07 percentage points with 11,332 
registrations and 1.54 percent of the 
market. 

Nine producers—led by GMC 
and International — have lost 
ground in the smaller market so 
far this year. Their 10-month 
sales, percent of the market and 
percentage-point loss figures are: 

International, 81,526 sales, 11.11 
percent, 1.07 loss; GMC, 53,060 sales, | 
7.23 percent, 2.02 loss; Dodge, 40,392 | 
sales, 5.50 percent, 0.87 loss; Willys, | 
17,980 sales, 2.45 percent, 0.01 loss; 
White, 11,039 sales, 1.50 percent, 0.22 
loss; Studebaker, 5,736 sales, 0.78 
percent, 0.23 loss; Diamond T, 2,899 
sales, 0.40 percent, 0.05 loss; Reo, 
1,826 sales, 0.25 percent, 0.09 loss, 
and Brockway, 601 sales, 0.08 per- 
cent, 0.02 loss. 

= = > 

ALIFORNIA maintained its po- 

sition as the state with the 
most truck registrations in October, 
although sales fell off a bit from the 

October, 1956, total. 

The top 10 states in truck regis- 
trations and their totals for this 
October and last were: 





October October 
1957 1956 

1. California ............ 8,672 8,353 
2. Texas 6,606 5,624 
3. New York ......... 4,236 5,060 
4. Pennsylvania .... 3,655 3,650 
SE estiig scihcneee ti 2,988 3,088 
© BID cnceccensinviees . 2,936 2,724 
.>, . ene 2,694 2,696 
8. Michigan ............ 2,432 2,555 
9. Louisiana ............ 2,235 1,893 
10. Indiana. ................ 2,221 2,071 






DEARBORN. 
cars which have entered the mar- 
ket, the Edsel will go through a 
cellaneous group have been able to| growth period that may extend for 


— “Like all other 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


Dec. 18 
(Christmas party sale—Rain! 
very good on late models. Sold 
cars out of 212 consignments.) 
BUICK—'56 Special Hardtop, $1,500* 
(ps); 2-dr., $1,160°, $1,150; Super 
Hardtop, $1,350° (ps). ‘55 Super 
Hardtop, $1,125* (ps); Special sedan, 
$1,055°; Hardtop, $1,005*; 2-dr., 
$850°; Century conv., $950*°; sedan, 
$900° (ps); RM Hardtop, $940* (ps). 
'53 Special Hardtop, $525*. 
CADILLAC—'57 (62) Hardtop, $3,500* 
(ps). ‘54 (62) conv., $1,400° (ps). 
$650°. 
Air (8) sedan, 
$1,620*°; Hardtop, $1,760* 
(ps), $1,635°; Two-ten 2-dr., $1,255; 
station wagon, $1,350. ‘56 Bel Air 
= Hardtop, $1,335*, $1,190°; 2-dr., 
Two-ten 2- ar., $940, $890, 
; One-fifty 2-dr., 5S Two- 
ten station wagon ; 2-dr., $750, 
$740*, $735*, Air . conv., 
$850°; sedan, $798". "SS Hardtop, 
$405*; 2-dr., $390°..'50 Hardtop, $195*. 
CHRYSLER—’55 Windsor Hardtop, 
$1,150°. 
‘56 Firedome Hardtop, $1,320* 
(ps). '55 Firedome sedan, $920*. 
DODGE — ’'57 Coronet 2-dr., $1,675*; 
Hardtop, $1,560°. °55 Royal sedan, 
a (ps), $880*°. '54 Royal sedan, 


FORD —'57 Country sedan _ station 
wagon, $2,015* (ps), $1,380; Fairlane 
(8) 500 conv., $1,780* (ps); Hardtop, 
$1,720*; Custom (8) 300 2-dr., $1,- 
379°, $1,125. '56 Fairlane (8) station 
wagon, $1,575*° (ps), $1,355°, $1,260°, 
$1,080; Hardtop, $1,175; 2-dr., $1,- 
070*; Custom 2-dr., $1,040*, $965°, 
$900. ’55 Fairlane Hardtop, $970°; 


142 


"63 (62) sedan, $760" (ps), 
CHEVROLET—'57 Bel 
$1,800°, 


2-dr., $960°, 885°, 840°; 
wagon, $925; Custom 2-dr., $760. *54 
station wagon, $700*, $615*; 2-dr., 
"53 2-dr., $150. "52 Hardtop, 
$400°; sedan, $225. ‘51 2-dr., $215. 

MERCURY—’57 Montclair Hardtop, $1,- 
875° (ps), $1,815°. "56 Montclair Hard- 
top, $1,450° (ps), $1,405*; Custom 
Hardtop, $1,400*, $1,250; Medalist 2- 
dr., $875. °55 Montclair Hardtop, $1,- 
150° (ps), $1,100* (ps); sedan, $940*; 
2-dr., $750; Monterey Hardtop, $955*, 
2 at $950*, $875° (ps); sedan, $960*, 
$650. '54 Monterey sedan, $705* (ps). 
"53 Hardtop, $335. 

NASH—'56 station wagon, $1,310*. '55 
station wagon, $685; sedan, $650. °54 
station wagon, $665. 

OLDSMOBILE—’'56 (88) Hardtop, $1,- 
310° (ps). *55 (98) Hardtop, $1,350* 
(ps), $1,240°; conv., $1,275*; (88) 
Hardtop, $1,110*, $1,050*°. ‘54 (88) 
2-dr., $805* (ps), $750; Hardtop, 
$670°; conv., $800* (ps), $705*, '53 
(98) conv., $500* (ps); Hardtop, 
$500*; (88) sedan, $535*, $215*. °52 
Hardtop, $380*, 275* (ps). 

PLYMOUTH—' 57 Savoy sedan, $1,650*; 
Hardtop, $1,560*°. '56 Savoy station 
wagon, $1,380*. ‘55 Belvedere 2-dr., 
$765°, $710°; Savoy 2-dr., $635*. '54 
Savoy 2-dr.. $450°, °53 Belvedere 
Hardtop, $340; Cranbrook 2-dr., $260. 
"50 sedan, $105. 

PONTIAC—’57 Chieftan Hardtop, $1,- 
885°. ‘56 Star Chief conv., $1,295°*; 
sedan, $1,100* (ps). ‘55 Chieftan 
Hardtop, $875*. '54 Star Chief Hard- 
top, $800* (ps). 

MISCELLANEOUS—’57 Skoda 2-dr., 
$930. '56 Studebaker pickup, $635. 55 
Ford %-ton pickup, $525. "63 Jaguar 
sedan, $750. 


station 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 10, 11 and 17 





First 90 Days the Hardest? ... 


Edsel Takes Look at Self 


How T Fared ... 


Commercial Car Registrations 


By Makes 


First Ten Months, 1957-56 


First 
10 Months, 
95 


Make 
Chevrolet 
Ford 
International 


Studebaker 
Diamond T 

Reo 

Brockway 
Miscellaneous** 


734,037 


10 Months, 


255,196 
227,470 


761,714 


Percent 
Share of 
1957 
34.28 
32.59 
11.11 
7.23 
5.50 
2.45 
1.54 
1.50 
718 
40 
25 
08 
2.29 


Percent 
Share of 
1956 
33.50 
29.86 
12.18 
9.25 
6.37 
2.46 
147 
1.72 
1.01 
A5 
34 
10 
1.29 


First 
1956 


92,735 
70,471 
48,515 
18,720 
11,219 
13,078 
71,658 
3,451 
2,577 
764 
9,860 


100.00 100.00 


* White includes Autocar, Freightliner and Sterling. 


** Miscellaneous iacludes Corbitt, 
Herrington, Peterbilt, ete. 


Diveo, 


Below Expectations... 


Four Wheel Drive, Kenworth, Marmon- 


—Compiled from R. L, Polk & Co, data. 


110,000 Miamians at Show 


By John E. Walsh 
Staff Writer 
IAMI’S “biggest and best” auto 
show got off to a flying start 
at the Dinner Key Auditorium 
Dec. 14 and then went into a tail- 
spin. 

About 110,000 turned out during 
the first five days of six-day show, 
according to Coman Munroe, pres- 
ident of the Miami Automobile 
Dealers Assn., the sponsor. The 
show closed Dec. 19. 

Munroe said the attendance the 
first two days (Saturday-Sunday) 

was the heaviest in years. He 
blamed the ensuing slump on 
Christmas shopping and a “gen- 
eral apathy toward the ’58s.” 

The MADA had looked for a 
turnout of 200,000. 

The Greater Miami area’s 38 
dealers exhibited 104 domestic 
cars, 36 vintage models and 60 
foreign cars. 

+ > > 
yams will be more foreign 
makes than domestic at Chi- 


some time into the future,” an 
Edsel spokesman said last week in 
presenting an evaluation of the 
car's first 90 days on the market. 

He quoted Richard E. Krafve, 
Edsel general manager, as saying, 
“We are about where we expected 
to be, but not where we had 
hoped we would be.” 

According to the progress report, 
there were 1,167 Edsel dealers on 
Nov. 30. Approximately 100 dealers 
had joined Edsel between opening 
day (Sept. 4) and the end of No- 
vember, while 26 resigned. 

Edsel said it was proceeding care- 
fully with dealer recrujtment and 
would not fill open points until the 
“right” dealers are found for them. 

The report noted that Edsel ac- 
counted for 1.5 percent of new-car 
sales in September and increased 
that percentage in October to 1.8 
percent. 

When Mercury was introduced 
(fall of 1938), it said, its penetration 
in the first month was 1.15 percent 
and it took four months to get over 
2 percent. 

The report explained reductions 
in Edsel production by saying 
that dealers have an adequate 
supply of cars. When stocks are 
better balanced, it said, produc- 
tion would be increased. 

It was noted that since Edsel has 
no “family” of previous owners, the 
sales job is harder. Every sale is a 
conquest sale, it was pointed out. 

The report said that Ford Motor 
Co. is giving Edsel dealers full 
backing, and that newspaper and 
radio advertising was being in- 
creased and television advertising 
being added. 

Edsel, it said, has entered the 
second stage of its sales program, 
swinging from “Meet the Edsel” to 
“Buy the Edsel.” 









cago’s Golden Jubilee Auto Show 
in the International Amphitheatre 
Jan. 4-12, but more space will be 
devoted to U.S. cars. 

Imports from 28 makers will 
be on display, compared with 15 
makes last year. There will be 20 
makes of domestic autos. About 
eight styles by each American 
maker will be displayed. 

U.S. cars will occupy 140,000 of 
500,000 square feet of space, com- 
pared with some 35,000 for foreign 
cars. The space allotted imports is 
more than triple that of 1957. 
Nine makes of U.S. trucks will oc- 
cupy about 70,000 square feet. 

Goal of the $20-million exposi- 
tion is 500,000 visitors, according to 
Don C. Mullery, president of the 
Chicago Automobile Trade Assn., 
sponsor of the show. 

7 . o 

INCE 1950, when the show was 

resumed after a nine-year sus- 
pension caused by World War II, 
attendance at eight expositions has 
totalled more than 3.8 million, in- 
cluding last year’s 494,411. 

Cancellation of the New York 
City show because of a “conflict 

in dates” with Chicago assures 
the Midwest city of the No. 1 
show of the season, said Ed- 
ward L. Cleary, show manager. 
He said many of the exhibits will 
cost from $150,000 to $250,000. 
“Some of the displays have been 
constructed expressly for Chicago 
because their vast size would not 
fit into other shows that do not 
(Continued on Page 18, Col. 1) 





"Teacup Grand Prix'— 


Actress June Havoc will drive a 
Renault on a teacup of gasoline today 
(Dec. 23) to climax New York's “Teacup 
Grand Prix." Persons who have test-driven 
Renaults during the last six weeks were 
permitted to estimate the distance the 
car can cover on that amount of gas, 
and the winners will be awarded vaca- 
tions in Paris. With Miss Havoc are 
Robert E. Valode, left, general manager 
of Renault, Inc., and Bill Curry, sales 
manager, Curry Motor Co. 


Makers Report 
On 1958 Sales 


Ist Month Surpassed 
°57 Car, Ford Says 


DETROIT.—Auto manufactirers 
last week continued their en- 
couraging reports on the sales of 
their 1958 models. Their reports 
follow: 

Ford Division 


In the first full month after in- 
troduction of the 1958 Ford cars, 
sales were 4 percent higher than 
for the corresponding first-month 
period after introduction of the 
1957 models, according to J. O. 
Wright, division general manager. 

Wright said sales for the month 
ended Dec. 6—one month after the 
1958 introduction on Nov. 7—totalled 
119,397 new units, 4,475 more than 
the 114,922 sold during the first 
full month of the 1957 model year. 


Chevrolet 


Increasing sales of 1958 Chevrolet 
cars were announced by E. N. Cole, 
general manager of Chevrolet. 

Cole reported that sales from 
Nov. 10 to Dec. 10 totalled 131,849, 
compared with 128,475 for the cor- 
responding period a year ago. The 
daily rate currently is above the 
corresponding period of the banner 
year of 1955, he added. 


Cadillac 


Cadillac delivered almost as 
many cars in the first 11 months of 
1957 as were delivered in all of 
1956, it is announced by James M 
Roche, general manager.. Novem- 
ber sales of 11,756 brought the 11- 
month total to 135,543, Roche said. 
This compares with 138,818 for the 
entire 1956 sales year. 


4 Dealer Units 
In Colorado 
Name Officers 


DENVER. — Officers have been 
elected by four auto-dealer groups 
in Colorado. 

R. G. Stovall jr. was elected pres- 
ident of the Metropolitan Denver 
Automobile Dealers Assn. He suc- 
ceeds Roy Mason, who became & 
director. Other new officers are: 

Leo Thomas, vice-president; Steve 
Frederick, Harry Williams and 
Bernard Mahoney, directors. Tom 
Braden continues as executive vice- 
president. 

Hayes Holloway was named to 
head the Sterling group, with Don 
Armstrong as vice-president and 
Dick Holloway, secretary. 

The Greeley group will be headed 
by Glenn Harvey. Virg McMillen 
is the new secretary. 

Bob Markley was elected pres 
ident of the Fort Collins association 
and Gordon Cordson was named 
secretary. 


Toronto Dealer 


Fined on Taxes 


TORONTO.—Stanley A. DeFoe, of 
DeFoe Motors, Ltd. (Mercury- 
Lincoln-Meteor), 828 Bayview Ave. 
was fined $5,000 on five charges of 
making a false statement on an 
income-tax return. 

The Department of National Rev- 
enue alleged that DeFoe had unde- 
clared income in excess of $20,000 
in the years 1951 to 1955. 





Registration Red Tape 
To Require Special Law 
BOSTON.—Special legislation is 
to be rushed through the Legisla- 
ture when it reconvenes on New 
Year’s Day to assure the validity 
of all Massachusetts motor-vehicle 
registrations issued for 1958, 
whether signed by now-retired Reg- 
istrar Rudolph F. King or by Acting 
Registrar Alfred W. Devine. 
Clement A. Riley, newly con- 
firmed registrar, should not as- 
sume his post until Jan. 1 to ensure 
that motor vehicles already regis- 
tered for 1958 are legally on the 
highways at that time, Lt. Gov. 
Robert F. Murphy said. Too many 
registrations have been issued over 
Devine’s signature, and Riley's as- 
sumption of the job, Murphy said, 
would confuse the legal technicali- 
ties, 
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Getting Old 


AUTOMOTIVE WASHINGTON 
Economist Sees Boom 





and ‘Tired 


By William Ullman 
Washington Correspondent 
HREE meetings which touched on the future of the auto 
industry were held recently in Washington, and they 
contrasted sharply with one another. One was a trifle 
gloomy, one was full of hope and firm resolve and the third 
foretold a brave new world for motorists. 


The imistic symposium 
was held by the U. S. Cham- 


ber of Commerce to brief the 
press on what businessmen expect 
from the coming year. Fourteen 
trade association executives made 
forecasts for their respective indus- 
tries, and Dr. Emerson P. Schmidt, 
the chamber’s top economist, sum- 
med up the over-all business out- 
for 1958. 
a talked recession. The} 
slowdown next year, he predicted, | 
is likely to be at least as severe 
as in 1949 and 1954, with unem-| 
ployment running 
between 5 and 6 
percent. | 

“The consensus | 
is that the con- 
tractive forces (in 
the economy)| 
have the edge 
now,” he said.| 
“With only minor | 
interrup-| 
tions, we’ve had a 
steady boom since 

William Ullman 1939 — the longest 
boom in history. It is getting old 
and there are signs that it is also 
getting tired.” 

But Schmidt felt that long-run | 
forces will make for expansion 
and should prevent any major | 
collapse. 

“There is a possibility that before | 
1958 closes,” he admitted, “expan- 
sionist forces will again exceed the 
contractive forces which are now 
clearly visible.” 

” 








> * | 
‘Sideways’ Movement | 

POKESMAN for the auto indus- 

try at the chamber symposium 
was NADA Executive Vice-| 
President Frederick J. Bell. Bell 
avoided using the word “recession” | 
and talked instead about “the pres-| 
ent sideways movement” of busi- 
ness. 

The NADA chief thought the) 
economy should be ready to stop 
sidestepping by the middle of next 
year and start climbing once more. 
His estimate for 1958 auto sales was 
6.1 to 6.2 million new units—a little 
better than anticipated 1957 sales. 

Bell pointed out, however, that 
a prolonged strike by the United 
Auto Workers could knock his 
prediction into a cocked hat. 

In a closing address at the meet- 
ing, Harry A. Bullis, chairman of 
the board of General Mills, warned 
businessmen not to let a temporary 
slump panic them. 

“We should avoid excessive re- 
trenchment- in our buying pro- 
grams,” he declared. “We should | 
continue to carry out long-range 
plans for modernizing our plants | 
and equipment and for expansion | 
to meet future needs of a growing 
population.” 

Demand for consumer durables 
like automobiles is accumulating, 
Bullis said, and will have to be 
filled sometime. 

- 


* * 


States’ Rights or Duties? 


ANOTHER aspect of the automo- 

tive picture — the traffic death 
and injury toll—-was studied at the 
Public Officials Traffic Safety Con- 
ference. 

Delegates agreed that state and 
local bodies would have to accept 
responsibility for traffic safety or 
Watch the Federal Government 
move into the field. 

Delivering a stern warning, 
Gov. William G. Stratton, of Illi- 
nois, said that “we ‘would be 
indeed blind if . . . we sat back 
in the false assumption that Fed- 
eral intervention in this field can- 
not become a reality.” 

Many Federal programs, he told 
delegates, are the result of the fail- 
ure of states to accept their correct 
responsibility. 

As the 400 public officials attend- 
ing the conference got down to 








business, it became clear that the 
problems facing them are enor- 
mously complicated. Resolutions ap- 
proved at the meeting covered the 
need for better trained police, ex- 
panded parking facilities, adoption 
of uniform motor vehicle laws, 
modernized motor vehicle registra- 
tion, titling and inspection, stand- 
ardized traffic court procedures, and 
driver education. The traffic court 
resolution alone contained 34 sep- 


| arate proposals. 


Another resolution called on the 


ba 
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WELDS LIKE THIS 










nation’s churches to recognize good 
driving as a “moral issue” and to 
play a more important role in de- 
veloping a sense of individual re- 
sponsibility in drivers. Ministers 
should identify traffic law violation 
as “evil human conduct,” delegates 
agreed. 

Big as the problem ahead seemed, 
delegates left Washington con- 
vinced it was their job to tackle it 


—and not to leave it to Congress. 
aa + + 


Highway Automation 


ILE businessmen and public 

officials wrestled with problems 
of the motor age, scientists and 
engineers gathered at another 
Washington hotel to talk about a 
world where machines will do the 
driving. 

This was the 1957 Eastern Joint 
Computer Conference. One speaker, 
D, L. Gerlough, a Los Angeles traf- 
fic study expert, proposed that 
electric machines to be built to take 
over full control of traffic. Traffic 
automation, he said, would make it 
possible to operate as many as 264 
vehicles in each mile of road, with 
car spacings maintained without 
change at increased speeds. 

Turnoffs and passing privileges, 
according to Gerlough, could be 
regulated entirely by electronics. 


DEMAND A 
UNIFORM STEEL 


Automatic high-speed welding techniques, common in 
many industries, can work to maximum efficiency only 
when the steel is quality-controlled to give the best weld- 
ing characteristics. Great Lakes Steel has had long ex- 
perience in satisfying the exacting needs of a wide variety 
of customers in this respect. 


Great Lakes quality-controlled steel has the uniformity 
of grain structure, surface and thickness that facilitates 
high-production welding. 

But uniformity is only one of the important characteristics 
of Great Lakes steel. Others, such as strength and ductility, 
combine to bring to you dependable performance during 
fabrication and in the end product. When you get Great 


All the driver would have to do 
would be to set a “destination in- 
dicator” in his car upon entering 
the electronic road system. 


After a period of experimentation 
with automatic freeway systems, 
Gerlough thought more complex 
machines could be devised to také 
over the steering wheel, gas pedal 
and brakes. 

“A fringe benefit,” he said, “would 
be the decrease in tension on the 
part of drivers.” 

Gerlough didn’t say whether it 
might be possible to send the family 
car down to the store for a quart 
of milk without the necessity of the 
driver going along. Neither did he 
explain who would be guilty in case 
of traffic violation—the driver, the 


automobile or the mechanical brain. 
* * ” 


Insurance Refunds 


HE National Assn. of Insurance 

Agents has supplied the Senate 
Auto Marketing subcommittee with 
information on refunds on auto 
insurance premium overcharges in 
45 states and the District of Colum- 
bia. 

The survey of state insurance 
departments was made by the as- 
sociation at the request of Senator 
A. S. Mike Monroney, Oklahoma 
Democrat and subcommittee chair- 





rate of 150 feet per minute 


the welded tube stock. 


man, Earlier, the subcommittee had 
held hearings to investigate Better 
Business Bureau allegations that 
several insurance subsidiaries of 
auto finance companies had charged 
thousands of policy-holders higher 
rates than they should have. 

In a letter to Monroney ac- 
companying the report on pre- 
mium refund progress, Morton V. 
White, a member of the insurance 
agent group’s executive commit- 
tee, noted that, “at the risk of 
being presumptive, we feel com- 
pelled to observe that through the 
introduction into the business of 
non-insurance salesmen who were 
not fully familiar in the use of 
rates and rules, we have had the 
automobile industry charging ex- 
cessive premiums.” 

White also included a letter he 
had written last August to presi- 
dents of state associations, in which 
he observed: “Among other things, 
the Congressional investigations has 
|} served to point up the care with 
| which companies and true agents 
j}apply equitable rates, while spot- 
| lighting the absence of a sense of 
|responsibility among the 
| automobile-finance people.” 








Tailpipe is butt-welded (left) in a continuous seam at the : 


as tt travels through a tube mill. 


Finished passenger car tailpipe (right) is then bent from 


Lakes steel you get steel that fits your specifications, delivered 
on time. For the full story of Great Lakes quality-controlled 
steel, make it a point to call your Great Lakes Steel repre- 
sentative soon. He’s as near to you as your telephone. 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan + Division of 





NATIONAL STEEL ee A 


District Sales Offices: Boston, - Chicago, Cincinnati, Cleveland, Grand 
Rapids, Houston, Indianapolis, Lansing, Los Angeles, New York City, 
Philadelphia, Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 
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Coming 
Events 


Dealer Conventions 


Jan. 11-15—National Automobile Dealers 
Assn., Roney Plaza Hotel, Miami Beach. 
Feb. 23-24—Lovisiana Automobile Dealers 
Assn., Inc., Roosevelt Hotel, New 
Orleans, 

Apr. 10-l!—illinois Automotive Trade 
Assn., Springfield, Ill. 

April 27-29—Automobile Dealers Assn. of 
— Buena Vista Hotel, . Biloxi, 

iss. 


May 5&7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May 89—Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 

May !1-13—idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May 11-14—3é6th annual convention, Auto- 
motive Engine Rebuilders Assn., 
ton-Park Hotel, Washington, D. C. 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Halli Hotel, Atiantic City, N. J. 


May 18-20—Texas Automotive Dealers 
Assn., Galvez Hotel, Galveston. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 
Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 

vannah. 


Sept. 7-I—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 
Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 
* * * 


Auto Shows 


Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis, 

Jan. 411—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 


Jan. 4-12 — Chicago Auto Show,  Inter- 
national Amphitheatre, Chicago. 
Jan. 11-19—National Capital Area Auto 


Show, D. C. National Guard Armory, 
Washington. 

Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 


Jan. 17-25 — Indianapolis. Automobile 
Show, Manufacturers Bldg., State Fair 
Grounds, Indianapolis. 

Jan, 18-25—Pittsburgh Automobile Show, 
Hunt National Guard Armory, Pitts- 
burgh, Pa 


Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 


nati. 

Jan. 18-26—Detroit Auto Show, Ariillery 
Armory, Detroit. 

Jan. 22-25—Huntington Automobile Show 
Memorial Field House, Huntington, W. 
Va 

Jan. 23-25—Clearwater Auto Show, Mun 
cipal Auditorium. Clearwater, Fla. 

Jan. 23-26—Tampa Auto Show, Fort Hes 
terly Armory, Tampa. 

Jan. 24-26—Birmingham Automobile Show 
State Fairgrounds Birmingham. 

Jan. 25-Feb. 1—Baltimore Auto Show, Bal- 
timore. 

Jan. 25-Feb. 2 
Houston 
Feb. 1-8—Toledo Auto Show, Civic Audi 

torium, Toledo. 

Feb. 1-86 — Rochester Automobile Show, 
War Memorial Exhibit Hall, Rochester, 

Y 


Houston Automobile Show, 


N. Y. 

Feb. 1-9 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

Feb. 8-16—Milwaukee Auto Show, Mil- 
waukee. 

Feb. 9-1S—Hornell Auto Show, New York 
State Armory, Hornell, N. Y. 

Feb. 10-15—Denver Automobile Show, 
Denver Coliseum, Denver. 

Feb. ‘5-24—Columbus Automobile Show, 
Franklin County Veterans Memorial 
idq., Columbus O. 

Feb. 16-22—Syracuse Auto Show, Syracuse, 
N 


i 
Feb. 19-23—Autorams, State Armory, 
Hartford, Conn. 
Feb. 21-23—Cheyenne Auto Show, Frontier 


Pavilion, Cheyenne. 
March 1-9—Kansas City Auto Show, Mu- 
nicipal Auditorium, Kansas City, Mo. 


March 26-30—West Texas National Auto 
Show, Municipal Coliseum, Lubbock. 
Apr. 5-13—international Auto Show, New 
York Coliseum, New York. 

. 


General 

Jan. 6-10—37th Annual Meeting, Highway 
Research Board, Sheraton-Park Hotel, 
Washington. 

Jan. 13-17—Annual Meeting, Society of 
Automotive Engineers, Sheraton-Cadillac 
and Statler Hotels, Detroit. 

Jan. 15—Automotive Old Timers Breakfast, 


Hotel Seville, Miami Beach. 
Feb. 3-6—3ist Annual National Automo- 
tive Accessories Manufacturers’ Expo- 


sition, Navy Pier, Chicago. 

Feb. 20-23—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 

Apr. 23-25—1958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 


Augusta, Ga. 
May !-8—American Society of Tool En- 
ineers, 26th Annual Meeting and Tool 


how, Convention Center, Philadelphia. 


30 Years Ago... 


The Big Stories 
In 1927, Dodge announced it was equipping its cars with the “latest 


of steel-draulic four-wheel-brakes. The 
brakes were the expanding-band type, operating automatically on 


and most efficient type” 


12-inch drums. 


An $8 million Navy contract for .construction of the two largest 
dirigibles in the world was awarded to Goodyear Zeppelin Corp., 


Akron. 


With the scrapping of its street car equipment*by the Reno Trac- 
tion Co., the State of Nevada was left without a single trolley car 
in 1927. Buses were substituted for the trolley cars. Nevada joined 
Wyoming as the first states to abandon the trolley. 

Auto production in the U.S. during November, 1927, amounted to 
108,903 units according to the Department.of Commerce. Production 
for the 11 months amounted to 2,832,117 as against 3,668903 the 


year. before. 





Automotive Cartoon 






Of the Week 





“Men ... our little sales meeting this morning will con- 
sist of only two words—pass these on fo our 
customers.” 









Letterbox 


‘Looking at Crashes .. - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





publication titled “St. Louis Dealer 
Leasing Enters Expansion Period,” 
and in behalf of our client, Feld 
Auto Leasing Co. of St. Louis. 
The article, under the byline 
of L. H. Houck, was factual en- 
ough, but was certainly incom- 
plete in that it omitted Feld, not 
only the largest but also the 
pioneer auto-leasing firm in this 
city. My client and I feel the 
omission has dealt a blow to 

Feld’s prestige in the industry. 

Especially so, since for the past 
year Feld is in its biggest period of 
expansion. During this time Feld 
has probably spent more 
advertising-public relations dollars 
than all local competition combined. 
Naturally, this has helped establish 
leasing in this area. Add to this 4 
similar ‘operation in Kansas City, 
and it is apparent Feld offers the 
only really sizable leasing service 
in the Midwest. 

Perhaps we should absorb part of 
the blame for not keeping you in- 
formed of our client's activities, 
but at the same time we feel you 
were remiss in your journalistic 
responsibility of keeping your 
readers informed. 

We are now. preparing color- 
literature outlining the benefits of 
Feld’s leasing plan for both busi- 
ness and the individual. We'll send 
you a release announcing the 
availability of this literature along 
with a copy of same.—Ronal 
J. Coteman, Ron Coleman Agency, 
St. Louis, Mo. 

aa 


Involving Volvo . 


In your Auto Show Issue you 
have a listsof distributors for for- 
eign cars. As.far as Volvo is-con- 
cerned, this list is incorrect. 

There are three distributors for 
this make in the U. S., namely: 

Volvo Distributing, Inc., 15143 W. 
Eight Mile Rd., Detroit, Mich.; 
Swedish Motor Import, Inc., 1901 
Milam St., Houston, Tex., and Auto 
Imports, Inc., 11689 Ventura Blvd., 
Studio: City, Calif—N. O. Serevor, 
Swedish Motor Import, Inc, 
Houston. 


Crash Sponsors 


On Page 148 of the Dec. 2 issue 
is an item entitled “Crash Research 
Reviewed.” I wish to point out 
that American Motors was not the 
only sponsor of the crashes men- 
tioned. | 

They sponsored some seven or 
eight which were crashed in 1956, 
barrier and rear-end. I witnessed 
two barrier and three rear-end 
crashes in the AMC series. | 

Parish Pressed Steel division of 
Dana Corp. sponsored six head-on 
crashes, the first successfully con- | 
ducted by UCLA. I witnessed these 
six crashes as a representatives of 
Parish. There were two crashes at 
20-21 m.p.h., two at 26 m.p.h. and 
two at 50 m.p.h. 

A third sponsor (not AMC) cov- 
ered the balance of the crashes, 
taking up where the Parish crashes 
left off. 

In all fairness, I believe these 
two sponsors should have been 
mentioned—JoHn W. Lecoart, 
Detroit. St otk 


‘A Blow to Prestige’ 


This is-written in reference to an 
article in the Nov. 18 issue of your 
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—From the files of Automotive News. ’ 
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BENDIX DUO-DUTY AUXILIARY BRAKE 
Power to hold on grades .. . Power to stop at road speeds 


at road speeds should the main braking system, 
for any reason, fail to work. 


The Bendix* Duo-Duty auxiliary brake serves the 
double purpose of a positive parking brake and an 


emergency road-speed brake. 


FOR PARKING, the Duo-Duty brake has ample 
torque capacity to keep the braked wheels from 
rolling on any hill or ramp, regardless of how 
steep. 


FOR EMERGENCIES, it has the torque and thermal 
capacity to serve as a dependable stand-by brake 


Bendix twvisicxn South Bend, wo. 


Export Sales and Service: Bendix International _ Division, 
, N.Y. 


205 East 42nd Street, New York 17, 


Minimum physical pull at the hand lever, less 
weight, fewer parts, mechanically simple. 


A heavy-duty drive shaft brake that is rugged 
and right . . . built and backed by Bendix. 
*REG. U.S. PAT. OFF. 
BRAKES + POWER STEERING » POWER BRAKING » CONSTANT VELOCITY 
UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 
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Average Prices of Used Cars Sold at Auction 
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Prices of ’S7s added and '49s dropped in November, 1956, Prices of 58s added and 50s dropped in December, 1957. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week increased $2 to 
$1,057, according to Automotive 
News’ index. 

It was the highest point reached 
in the three weeks that ’58s have 
been included in the index. 

Five individual models showed 
upward trends: ’58s were up $22; 
"Sis were up $13; 52s were up $4; 
"Sls were up $2, and ’55s were up 
$1. 

Losses amounted to $3 on ’53s, 
$11 on ’56és and $13 on ’54s. Aver- 
age prices of these three models 
represented new lows for the 
year. 

At a group of representative 
auctions last week, the average 
consignment was 199.5 units, com- 


CADILLAC—’53 (62) coupe, $625* (ps), 
$550°. 


i with 63.6 nt in the CHEVROLET—’57 Two-ten (8) station 


wagon, $1,685°; 2-dr., $1,280. ‘56 Bel Air 

a er aah cde ee | Ga tee ed Gen a recs 
+025; 2-dr. . in o-ten 

station wagon, $855; 4-dr. sedan, $780. 


centage had fallen below 60. 


54 Two-ten 2-dr., $660*, $600, 
Prices marked with an asterisk Seely gates orem, oe. <3 Bel Alt 
indicate a unit equipped with an fifty 2-dr., $300. 


CHRYSLER—’56 NY conv., $1,550° (ps); 


automatic transmission or over- 


‘ . Windsor coupe, $1,400° (ps). "53 NY 4- 
drive, and (ps) indicates power | ar., $440* (ps); Windsor 4-dr., $205°. 
steering. "54 Firedome 4-dr., $395°. °53 
a * o 4-dr., $125°. 
DODGE—’'56 Royal conv., $1,150* (ps). *53 
DYER, IND. Coronet Diplomat, $320. 
FORD—'57 Skyliner, $2,250* (ps); station 


(Dyer Auto Auction. Sale every Friday. 


Ww: . *. 
Prices are for sale of Dec. 6.) cee atav S10Se sae. sues” (ao 
(Activity on earlier models exception- "56 Ranch Wagon, $1,075; Fairlane (8) 
ally good, with signs of some strengthen- Victoria, $1,300*° (ps), $975*; Custom (8) 
ing on "67s. Sold 248 cars out of 405 con- 2-dr., $805°. °55 Fairlane (8) station 
signments.) wagon, $1,090*; Custom (8) 4-dr., $670 
BUICK—’56 Special Riviera, $1,410*; Cen- "54 Crest (8) 4-dr. $385*; Customt (6) 
tury Riviera, $1,360° (ps). "55 Century 2-dr., $475. "53 Custom (8) 2-dr., $300. 
Riviera, $1,200° (ps); Super Riviera, $1,- HUDSON—'53 Hornet 2- dr., $205°. 


070° (ps). "54 Century 4-dr., $765*. °53| MERCURY—’57 Montclair "coupe, $1,925° 
Super Riviera, $455°, $430, 405° (ps); (ps); Monterey coupe, $1,890°. "56 Mont- 
4-dr., $345°*, $320°; Special 4-dr., $415, clair 4-dr., $1,425* (ps). '55 Monterey 
$365°; 2-dr., $325; conv., $250. 2-dr., $1,000°. '54 2-dr., $600°, "53 Mon- 








(Copyright, 1957, by Automotive News) 





terey 4-dr., $480°. 
NASH—’53 Ambassador 4-dr., $330*. °53 
Statesman 4-dr.. $155*. 
OLDSMOBILE — "57 (98) conv., $2,610* 


(ps). °56 (88) 4-dr. Holiday, $1, 275°; 4- 
dr. sedan, $1,185*; (98) 4-dr, Holiday, 
$1,740* (ps). '55 (98) Holiday, $1,425* 
(ps). °54 (88) Holiday, $875*; 2-dr. 
sedan, $600. '53 (98) 4-dr., $500*; (88) 
4-dr., $485* (ps). 

PLYMOUTH—’56 Fury coupe, $1,190* (ps); 
Savoy station wagon, $1,290*; Plaza 2- 
dr., $915. °55 Plaza 2-dr., $585; Savoy 
4-dr., $545°. °54 Plaza 2-dr., $265. ‘53 
station wagon, $360; 4-dr. sedan, $200. 

PONTIAC— 56 Star Chief Catalina, $1,370* 


(ps). °55 Chieftain Catalina, $1,035° 
(ps). °53 Star Chief 2-dr., $225. 
RAMBLER — ’'53 Country club, $300. °52 
Country club, $100*. 
DEBAK ’57 Seotsman 2-dr., $1,- 
000. "55 Commander 2-dr., $645°; Presi- 
dent 4-dr., $730*. 52 coupe, $205°*. 


MISCELLANEOUS — '56 Volkswagen bus, 
$1,275. °55 Ford %-ton pickup, $745*; 
Jaguar roadster, $1,350. °53 Chevrolet 
%-ton pickup, $500. 


PORTLAND, ORE. 


(Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Dec. 10.) 


BUICK—’56 Super Hardtop, $1,685* (ps) 
’55 Special Hardtop, $1,015*; 2-dr., $9750. 
_ RM Hardtop, $480° (ps); 8) ecial rs 

, $395. 
onsmaae—ts (62) coupe, $2,475* (ps), 
OHEVROLET — ’'57 Bel Air (8) Hai 


$2,025*; 4-dr., $1,835*; 4-dr., station 
wagon, $2, 010° (ps); "Two-ten station 
wagon, $1,850*. ‘56 Bel Air (8) 4-dr,, 
$1,565* (ps), $1,560°; Two-ten (Ss) 4-dr., 
$1,250*, $1, 215, $1, 195; Two-ten (6) 2. 
dr. $1, 000. 55 Nomad station wa 
$1, 600°: Bel Air (8) Hardtop, $1,220¢; 
Two-ten (8) station wagon, $1,355* (ps); 
Delray, $1,120*, $975; 4-dr., $1,085; 2: 
dr., $870; Two-ten (6) 4-dr., $565,’ 54 
Two-ten ‘4-dr., $685*; Bel ‘Air 4-dr., 
$660*; One-fifty 4-dr., $530. 53 One-fifty 
2-dr., $485. °52 4-dr., $415°, $355*, °5] 
2-dr., $180. *50 2-dr., "$245. 

DeSOTO—’55 Fireflite 4- dr., '$1,225°; Fire- 
dome 4-dr., $1,150* (ps), $1,025* (ps), 

DODGE — ’57 Coronet 4-dr., $2,015* 56 
Coronet 4-dr., $1,220°*; 2-dr., $1,035¢, 
$1,025*. °50 2-dr., $195. 

FORD — ’58 6 pass, 4-dr. station wagon, 
$2,585*. °57 (8) 4-dr. station wagon, $2,- 
095* (ps), $2,075*; Fairlane (5) 500 
4-dr., $1,945* (ps); 2-dr., $1,815", $1,. 
750*. °56 Fairlane (8) Hardtop, $1,585¢ 
(ps), $1,480° (ps), $1,475*; 4-dr. sedan, 
$1,290*; 2-dr., $1,200* (ps), $1,200; Cus. 
tom (8) station wagon, $1,550* (ps), 
$1,515; 4-dr., $1,190*, $1,095, $900; 2-dr., 
$1,120*, $1,000, $950; Main (8) Ranch 


Wagon, $1,400*. °55 Thunderbird, $2,110* 


(ps); Fairlane (8) 4-dr., $1,115*, $1,000*, 
$960°; 2-dr., $1,000°; Custom (8) 4-dr,, 
$930*, $900; 2-dr., $805, $730*; Main 4. 


dr., $915*, $690. °54 station wagon, $850, 
53. station wagon, $855*; Hardtop, $680*; 
4-dr., $570, $515. "52 Main 2-dr. $365, 
$260; Custom 4-dr., $445. 51 2-dr., $240, 
"50 2-dr., $135; 4-dr., $100. °49 2-dr., 
$110. 

HUDSON—’53 Wasp 4-dr., $400*. 

MERCURY—’56 Monterey Hardtop, $1,380*, 


"55 Monterey 4-dr., $1,005*, °54 Custom 
2-dr., $855; Monterey 4-dr., $830*. ‘53 
Monterey Hardtop, $725*, $555°. ‘52 4- 
dr., $475*. °50 4-dr., $170. °49 4-dr., 
$125. 

NASH—’56 Statesman 4-dr., $1,165. "54 


Ambassador 4-dr., 
4-dr., $385. 
OLDSMOBILE—’56 (88) Hardtop, $1,365* 
(ps). ’55 (98) Hardtop, $1,565* (ps); 
$1,305* (ps); (88) Super Hardtop, 
$1,495° (ps). ‘54 (98) 4-dr., $1,095* 
(ps); (88) 4-dr.. $985°; 2-dr., $840°, 
PACKARD — ‘56 ‘400°' Hardtop, $1,925* 


$625°. °53 Statesman 


(ps). °54 Hardtop, $835* (ps). '53 4-dr., 
$625* (ps); 2-dr., $460°, "51 club coupe, 
$145*. 


PLYMOUTH—'57 Fury, $2,300* (ps). "56 
Suburban, $1,100. '55 Savoy 2-dr., $720; 
Plaza 2-dr., $700. '53 Belvedere Hardtop, 
$480°*, $465; Cranbrook 4-dr.. $360. ‘52 


(Continued on Page 11, Col. 1) 


USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display ee eres, Lenses 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 





COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH 
DEALERS ONLY 
Sale Every Monday—11:00 am. 
Owners: Francis R. Cassell—Carroll 
Phone Denver: SUnset 1-7821 
Wire Colorade Auto Auction FAX 
Denver, Colo. 


’ 


Auctioneers: 
Calonels Johnny Wood end Dean Davis 
All cars paid for by our own check through 
The Bank of Denver 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 


4595 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Edgar Smith 
Auction Every Friday at 12:00 Noon 
"We Issue Auction Checks and Guarantee Titles 





CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. Municipal Air + rege Tues., 
11 A.M. Completely un shelter. 


BUY IT! 
TRADE IT! 


SELL IT! 
HIRE HELP! 
Through 
AUTOMOTIVE NEWS 
Classified Want Ads 


Kopfer | M. D. McCollum, Mgr. 











MICHIGAN MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 











Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 
Exclusively for Dealers 
Here in the shadow of General Motors, you 

get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
Phone Cedar 9-4492 











GRAND RAPIDS AUCTIONS, INC. NEW JERSEY 


On M2i—One Half aie west of Grandville, 


Crossroads of the East 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A. D. E. 


Dual Lane Sale — Every 
WEDNESDAY, 11 A.M. 


We issue auction checks, guarantee titles 


NATIONAL AUTO 
DEALERS EXCHANGE 


Route 206 South, Bordentown, N. J. 
(Exit 7, N. J. Turnpike) - AXminster 8-1702 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col, W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 46-4720 








MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 








CLASSIFIED WANT ADS 
BRING RESULTS 





MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed Phone Dunkirk 3-0150 








| NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
Ev. Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, 
Checks and Titles (Wed.). 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


Thruway Auto Auction, Inc. 
Rovte 18B Buffalo, New York 
EVERY MONDAY 


insured Checks — Insured Titles 

Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 











OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








WASHINGTON 





a a ee 
SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 


Crossroads 


. . « where they meet... 


buyers and sellers . . . new and 


used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 

You will reach both groups 
through an ad in Automotive 
News. 
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‘ WILLY S—’53 station wagon, $850. °49 Dcmannoee te ab oe _ 
Ds). Jeep, $410. CLLA , -ton pick- 
a e * MISCELLANEOUS—’58 Ford %-ton pick- Model Breakdown up, $485, ’52 Austin 4-dr., $200. 
: up, $1,875. °57 Chevrolet %-ton pickup, . 
Used-Car Auction E rices $1'530; %-ton pickup, $1,305; Karmann| Of Auction Averages FLINT 
(ps). a esa vom a . oa ne Dec., 1957 Nov Oct (Flint Auto Auction, Inc, Sale every 
6 445, ’ swagen 2-dr. . ‘ ‘ _" a y . 
ree 3 oan. salted - 8 Model To Date 1957 1957 Wednesday. Prices are for sale of Dec, 11.) 
tation Continued f Page 10) - — ; 1 ‘el. Hie py —— faa | 
(Continued from ‘e evel, owever, 
‘dre PLAINFIELD, N. J. 1,839 $1,882 $1,984 | in"Short supply. Sold 97 care out of 163 
2 Cranbrook 4-dr., $275. ’51 4-dr., $295.| 635%; Custom (8) 300 4-dr., $1,540*,/ (piainfeld Auto Auction. Sale every 1,286 1,307 1,378 | consignments.) 
ya 50 club coupe, $245. $1,455. °56 Thunderbird, $2,430° (PS); | muesday, Prices are for sale of Dec, 3.) 963 1,009 1,087 | BUICK—’57 Special Hardtop, $2,130*; 2- 
2son PONTIAC—'56 Chieftain Hardtop, $1,430*, | Country sedan, $1,380°, $1,265°; Custom (Action ot a om the unéer-62400 638 689 737 dr., $1,900*; Century Hardtop, $2,035*. 
“(nade $1,350*, °55 Safari station wagon, $1,-| (8) 2-dr., $1,000*, $995, $880. °55 Fair- Chris Gu checks . ‘hed ’56 Special Hardtop, $1,450; Special Rivi- 
5. > 425" (ps); Hardtop, $1,345°; Star ‘Chief | lane (8) 2-dr., $935, 2 at $845, $705. '53| Cars. Christnins elub eBecks never nemebed 393 441 471 | era 2-dr., $1,385* (ps), $1,360*, $1,330*; 
5.’ *5g 2-dr., $1,250° (ps) . 54 oe. — cae et ees ee 52 Victoria, | sienments.) 263 273 297 Socio’ tease dae y ee 2-dr., 
4-dr., wagon, $840° (ps); 2-dr., $530°. 7 : ‘+ BUICK—’57 Special Hardtop, $1,875* (ps). 197 216 220 a Pei ot asS ps); Special 
e-fifty € $570*. '52 Hardtop, $325*. '50 4-dr.,| HUDSON—’54 Hornet club coupe, $455*. ’56 Special conv., $1,440*. °55 Super * 190 185 sen?: * $ oo Riviera _ 2dr. 
*. 51 $145°. ’53 Hornet 4-dr., $170°. Hardtop, $1,255*, $1,220%, $1,140*. °53 See’ Semen arene $1,025°. _ '54 
STU PEBAKER—’52 Champion 4-dr., $265. | pyNCOLN—’56 Capri coupe, $2,210* (ps). Special 4-dr., $505*, $475*, $445°, °50 _—_—_ OC juper Riviera 2-dr., $810* (ps), $740°*, 
SCELLANEOUS—’56 Volkswagen 2-dr., , * * $690*. °53 Special Riviera 2-dr. $420°; 
Fire- MI a 52 Capri coupe, $515*. RM Hardtop, $185*. Average.... $1,057 $ 751 $ 795 RM Riviera 4-dr., $365* ( "53 
(Da), $1,350, $1,325; Ford %-ton pickup, $1.-| mERCURY—'56 Montclair Phaeton, $1,-|CADILLAO "55 coupe de Ville, $2,335*| 4. . - ‘ar, 95°. weit Nore ani foe 
, 025, "54 Chevrolet %-ton pickup, $610.| 575°: Custom 4-dr, Hardtop, $1,285*. '53| (ps); 4-dr, sedan, $1,980° (ps). '54 coupe| *Not computed. capene ; ° 
035%, "53 International ¥%-ton pickup, $385. '52| 9 pass. station wagon, $800; Monterey| de Ville, $1,855 (ps). °S1 (62) 4-dr., “) aa: ae a 
Chevrolet %-ton pickup, $380; Dodge %- 4-dr., $435°, $585*. 50 (62) 4-dr. $380*. OnE Sol ,Ville 2-dr., $2,590*, 
ragon, ton pickup, $415. ’51 International %-ton NASH 52 Statesman 4-dr., $335. CHEVROLET—’57 Bel Air Hardtop, $1,-| Country sedan, $850*. ‘53 4-dr., $440, oa ts peg me eg Re aw 
\, $2,- pickup, $355. °48 Ford wrecker, $615. "46 | oL. DSMOBILE—’57 (88) Super 4-dr. Hard-| 860*. '56 Bel Air 4-dr., $1,230*, $1,170.| $425, 2 at $400 $375, $360. '52 2-dr., as Two-ten (6) station wag- 
» 500 Chevrolet %-ton pickup, $195. top, $2,535* (ps), $2,520° (ps), $2,005*| ‘55 Bel Air Hardtop, ‘$1,155*, '$1,085°;| $425*, $300, $275. "51 2-dr., $145. ’50) On es aS i. oe (6) 4-dr., $1,440; 
$1,- (ps); (88) 4-dr., $2,095* (ps), $2,085° Two-ten 4-dr., $900*, $880*, $840, $775. club Coupe, $185, *49 conv., $220. tes = — », $1,415*. °56 Two-ten 
1,585¢ ALBANY (ps). °56 (98) 4-dr., $1,975* (ps); (88)| ‘54 Bel Air Hardtop, $865*, °53 Bel Air| MERCURY —’55 Monterey Hardtop, $1,- ) eee a a 55 Bel Air (6) Sport 
sedan, ; 2-dr. Hardtop, $1,635*, $1,625* (ps). °55 4-dr., $530*, $465*; Two-ten 2-dr., $410*, 155*, ’54 Sun Valley Hardtop, $800*. '53 $780. Two aut $895; (8) club coupe, 
Cus- (Tim Anspach Dealer’s Auto Auction. (98) Holiday, $1,750*' (ps); (88) Super $390*, $365, $345, $325, °52 station wag- 2-dr., $465, ’50 conv., $230. * ; — ) club coupe, $850. 5A 
(ps), Sale every Monday. Prices are for sale of Holiday, $1,350* (ps), $905*. °53 (88) on, $450, °51 club coupe, $315; sedan, | OLDSMOBILE—’55 (88) Super Hardtop, oe -dr., $565; Bel Air 4-dr., $525°. 
2-dr., Dec. 9.) Super 4-dr., $515* (ps). '51 (98) conv., $2 20, $185, $180, °50 4-dr., $185, $175; $1,295* (ps), $1,270*. °54 (98) 4-dr., | 2. yoo", 4-dr., $440°. °51 Styleline 
Ranch (Uhg! Heap big rain and freeze um $225°. 2-dr.. $175*. $905*; (88) Super 4-dr., $880*, ’53 (88) | cHRYSEER_ Special 2-dr., $195. s 
2,110* storm, hurt um gas buggy sale. No see | PACKARD—’52 4-dr., $115. CHRYSLER—'56 Nassau Hardtop, $1,650*| Super Hardtop, $785* ; 4-dr.,  $625*, | Donen ’51 NY club coupe, $100 
000°, um cars for snow, plenty white man come | p 1, y M O U T H—’58 Custom 4-dr. station (ps). $550*, $525*. '51 (88) 4-dr., $325°, 50 | oe "57 Fireflite (8) club coupe, $2,- 
4-dr., only give um little wampum, maybe next wagon, $2,625*; Belvedere 4-dr., $2,450*; | DeSOTO—'53 Firedome 4-dr., $460°. 2-dr., $285*, $165°. | popGs ss © “ i 
1in 4- moon pow wow much better, Sold 83 cars Savoy 4-dr., $2,300°, '57 Belvedere 4-dr.. | DODGE —'56 Coronet 4-dr., $1,330*. '53| PLYMOUTH—'55 Belvedere 4-dr., $865°. | FORD—'s7 F. ee os ) 4-dr., $225*. 
$850. out of 123 consignments.) : $1,775*, $1.735*; Savoy 4-dr., $1,540*.| Coronet 4-dr., $430. 52 Diplomat Hard-| ‘54 Cranbrook 4-dr., $640. 53 Cranbrook 720°; Hi oo nee - (8) conv., $1,- 
680°; BUICK—’57 Special Riviera, $2,010*. °56 "52 2-dr. Suburban, $445. °51 ' Belvedere | top, $335. 4-dr., $425, $385, $345, "50 4-dr., $165. aa issee a 75 56 Fairlane (8) 
$365, Special Riviera, $1,590° (ps); RM Rivi-| Hardtop, $170. | FORD 57 Country sedan, $1,870* (ps). | PONTIAC—'55 Star Chief 4-dr., $985*. °53 ny he ps), 2 ‘at $1,225*; 2-dr., 
$240, era, $1,500* (ps); 4-dr., $1,500* (ps). '55| PONTIAC—'57 4-dr. station wagon, $2,-| '56 Fairlane Victoria, $1,345* (ps), $1,-| Chieftain 4-dr., $440°, '50 2-dr., $115. | $1,045; conv.. $1,145; Custom (8) 2-dr., 
2-dr., RM Riviera, $1,120° (ps). ‘54 Special) 200°; Star Chief 2-dr. Hardtop, , &:) 300°; Custom 4-dr., $1,065*, 55 vetene | RAMBLER—’56 4-dr., $1,090. °55 station as : ee ;_ Hardtop, $1,085*; (6), 
4-dr., $660°. "53 Super 4-dr., $470°; RM| (ps); Chieftain 4-dr., $1,790, '55 Chief-| Victoria, $1,135*; 2-dr., $885*, $855*;| wagon, $885. $950°, $830. '54 Ranch Wagon (8) 2-dr., 
4-dr., $460°. tain 2-dr. Hardtop, $1,000*. °53 4-dr.,| Custom Ranch Wagon, $980*; 4-dr., $825, | STUDEBAKER — ‘54 Commander station| $700*; Custom (8) club coupe, $540; 2° 
380°, cADIE LAC—'54 (62) coupe de Ville, $1,-| $450*; 2-dr., $350°. | $820, 2 at $775. °54 Crest 4-dr., $620°;| wagon, $600. (Continued on Page 17, Col. 1) 
stom 700* (ps); coupe, $1,610* (ps). '53 (62) 
Cs conv., $1,060° (ps). "52 coupe de Ville, | 
52 4- $740° (ps). 
4-dr., CHEVROLET—’57 Bel Air (8) 4-dr., 2 at 
$1,700° (ps); Two-ten (8) station wagon 
"S4 $1.790°; 4-dr.. $1,575°; Two-ten (6) 4- 


‘sman dr., $1,200°; One-fifty (6) 2-dr.. $1,250. 
'56 Bel Air (8) conv., $1,355*; 4-dr., $1,- 


1.365° 200°; Bel Air (6) 2-dr., $1,160°; Two-ten | e e 

(ps); (6) 4-dr., $980; 2-dr.. $940. ‘55 Bel Air 

rdtop. (6) conv., $975; Two-ten (6) 4-dr., $725°*, 

1,095° $660; Two-ten (8) Delray coupe, $875°. 

)* 54 Two-ten 2-dr., $685°, $550°. "53 Two- 

{925° ten station wagon, $735; Bel Air 4-dr., 

4-dr., $500°; conv., $460° ‘51 4-dr., $180*; 

oupe, coupe, $120°. °50 2-dr., $120 
CHRYSLER — ‘56 NY St. Regis, $1,675*° 

. "56 (ps). "55 Windsor 4-dr., $1,130°. 

$720; DODGE—’'56 Coronet 2-dr., $885. 55 Royal 

rdtop, 4-dr., $880°. 

». "52 FORD—'57 Skyliner Sport coupe, $2,175* 
(ps); Custom (8) 4-dr.. $1,935°. 56 Fair- 
lane (8) Victoria, $1,430*; Country sedan, 

i $1.385° (ps); Custom (6) 4-dr., $850°. ° ° . ts . 
"55 Custom (8) coupe, $1,040° (ps), $961; Demosthenes and Cicero were impor- the barns, fields, houses, and the bank Is it any wonder that advertising in SF 
Fairlane (8) 4-dr., $750. "54 Ranch Wag- ° ° e a . 
on, $830° $450; Custom (8) 4-dr., $710; tant broadcasters in their day, without accounts of a million or more US farms. _ gets better reception, and better response? 
2-dr., $650°. "53 Custom 2-dr., $480°. "52 . ° ae 
4-dr. $160, "51 4-dr., $145°. benefit of microphones or network. A long SF helps the country’s best farmers In addition to Influence, SuccessruL 

IMPERIAL—’57 Crown Southampton coupe, . . . . ° . ° e > P 
$3.500° (pe). time after, an English historian made a make their jobs easier, prevent losses, Farmunc has an audience that’s blue chip 
MERCURY—'57 Montclair 4-dr., $2,010* ok : ; ‘ ; 
(ps), $1,980*; Sport coupe, $1,920° (ps). significant comment. increase production, earn more, and helps | —average cash income from farming above 
‘ ‘56 Monterey station wagon, $1,240. '53 , . ° ° . ae . . ane 
Monterey 4-dr.. $400°. When Cicero orated, his listeners their families live better: So they read it, $10,000 for years; a $12 billion market, 


Sao bs (on) coe. 91,500° remarked that he made a dandy speech. _ believe it, follow it, rely on it, refer to equivalent to another national suburbia! 

PArmARD—'SS Gtpwen’’ Sas gree. ‘se! When Demosthenes spoke, he made the _ issues for years. SuccessruL Farminc also delivers 

FLYMOUTE. "6? Pune (6) cdr. 2 ai $1.- Athenians mad enough to fight Macedon. They show SF editors farms, records, pressure on an important segment of 
+ egg — Rig Bg nner agg +5 Cicero got a terrific audience rating. and bank books. They drive ~ of the national market where general media 
te ae oe Demosthenes got action! miles to see an SF sponsored run light, balances national schedules. 


co. bridge 4-dr. $1 
Call any SF office to learn the facts. 











sr ag i oe What are advertisers buying these days? demonstration. They 


an oo station ——n Isn't the real answer that old fashioned, swarm into stores with 
MMCRLLANEOUS ST Valkewagen’ Sar, SF promotions, and send Meredith of Des Moines : . . America’s 


MISCELLANEOUS —’57 Volkswagen 2-dr., 
a a sales skyrocketing. And they @ biggest publisher of ideas for today’s living 
and tomorrow's plans. 


BUFFALO 


(Thruway Auto Auction, Inc. Sale every 
Monday. Prices are for sale of Dec. 9.)~ 
ee (Increased sales activity shown at to- 
day's sale. Sellers adjusted to the new 
market levels. Sold 32 cars out of 60 


consignments.) 
BUICK—'55 Special Hardtop, $1,000°. ‘54 
a Hardtop, $750° (ps); Century 4-dr., Doing business with lady VPs 
710. 

NC. CHEVROLET—'56 Two-ten 2-dr., $825. "55 
Two-ten 2-dr., $650, $620°; 2-dr., $755, 
$725; Delray coupe, $780; One-fifty 2-dr., 

k $410, "51 4-dr., $150°. 

e DODGE—’53 Coronet 2-dr.. $315. "52 Dip- 
lomat Hardtop, $150°*. 

FORD—'56 Country sedan station wagon, 

$1,325°. ‘55 Main (8) 4-dr., $675; Main 

=e, 4-dr., $450. "54 Crest Hardtop, $680°. ) 

— as Sucks Gan wade, a, \ J ¥ CRC RRL PA hay Catal: 
$1,160*. "53 Monterey Hardtop, $450°. 


rmers’ wives know more 
about their husbands’ businesses 


make a larger contribution to if 





—— | NASH—'55 Statesman 4-dr., $655. non-socio-psychologi —Influence? Cre nif business enon 
OLDSMOBILE—'55 (98) Hardtop, $1,075* eye gical word In . al scleataiaticcath. i 
(ps), "51 4-dr., $145°. An advertising medium is an influence 
PLYMOUTH—'5S4 Savoy 2-dr., $385; Plaza eee : than other wives 
— p xis $380. "51 t-dr., $125.7 pe —or it isn’t a medium. How can you tell? 
—’ ar ie -dr., - 
rION (ps). "53 Chieftain 4-dr., $290°. In behalf of SuccessruL FARMING, a halite ng subscribers 
Wash. . . . ‘ 
LITTLETON, COLO. magazine with the modest circulation of 
(Colorado Auto Auction, Inc. Sale every 1,300,000, consider: 
Monday. Prices are for sale of Dec, 9.) ° ° 
BUICK’57 Super 2-dr.. $2.345° (ps): 4- You raise pigs, and regularly lose one out 
heck" dr., $2,185* (ps); Special 2-dr. Riviera, f n bab 2 re li 
ion $2,075*, $1,975°, '$1,865°; 4-dr. Riviera, of six baby pigs in every litter. SuccessFUL 
$1,965* (ps). "56 Century Riviera, $1,560° F 1] h h . h 
as (ps), $1,495° (ps). "5S Century station ARMING tells you how to save that sixt Sean 
w , $1,495° (ps); 4-dr. , » . ° > because 
tbe) special 2dr.  $800+. 5 Bpecia pig. Would SF have influence with you? 
1 * 51 4-d ,° ° . Se ep eee tet pee 
. Super 4 a, S140", “ed oe A farmer learns in SF about wide row as helped farm fa s 
nis 2) aan $1,815" <a. cage Ans corn planting, and grows corn in the same ce 
EVROLET— mpala Hardtop, . . 
(pa); Bel Air (8) 4ndr., $2,580%, §2,565° field every year instead of every other year. 
>. ° . . . 
aD Bee Detray 4 rt ig “e aso" Does SF have influence with him? 
(ps), $1,820* (ps), | $1,780°,' $1, . 
(be), 739"; ea, “is (var, “Hara SF shows a woman a kitchen centers 
top,  $1,675*. "56 One-fifty 4-dr., : _S . ey 
‘3 sation wagon, $700, "69. Bal’ Alr 2 plan—efficient, work saving, beautiful 
dr., $595; Two-ten 2-dr., $475*, , . . 2 
ox$tbs, 82 cum coupe, $200. installed piecemeal, as her budget permits. 
JHRYSLER—' conv., ’ ps); i i 
Windsor 2-dr.. Hardtop, §1,610° (ps). Does SF have influence with her? 
DeSOTO— 57 Firesweep (8) 4-dr. Hardtop, 5 ; Ni 
are? "Sb Fuedeme Sar Bardem Multiply these instances a few million 
$1,540* (ps). . . 
DODGE ‘8 Coronet 4-ar., $540. "82 conv. times over fifty years, and you estimate 
$260*. °51 2-dr. station wagon, $190; 4- . 
FA SuccessruL Farminc Influence... in 
FORD—’58 Fairlane (8) 500 Hardtop, $2,- ‘ 


595° (ps), $2,515*. °57 Thunderbird, $2,- 
600; Retractable Hardtop, $2,300* (ps); 
Country sedan, $1,890*, $1,835°; Fairlane 
(8) 500 4-dr. Hardtop, 2 at $1,775", $1,- 
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Instrument Firm 
Offers Tachograph 
For Police, Trucks 


DETROIT. — VDO Instruments, 
American distributor for a large 
German manufacturer of automo- 
tive instruments, has announced 
the development of two recording 
devices. 

One is a police tachograph which 
records auto speed for 72 seconds 
by imprinting time and speed on a 
paper disk. It will be available in 
January. 

The other is a tachograph that 
records all revolutions-per-minute 
above a preset rate. Designed for 
the trucking industry, it also re- 
cords running time and distance 
travelled. 

According to Hans von Payr, 
VDO general manager, the police 
tachograph was designed to meet 
the law enforcement cfficer’s need 
for a more accurate speed check. 
Von Payr said tachograph disks 
already have been accepted as evi- 
dence in California traffic cases. 

Established in 1921, the German 
firm produces standard instru- 
ments for many cars, including 
Volkswagen, Borgward, Opel, 
Porsche and Mercedes, The Ameri- 


can branch was set up in 1956 to/ Ist Lt. 


serve the growing foreign-car mar- 
ket. 


equipment. 
(Copyright, 1957, by Automotive News) 


ALFA ROMEO—Glulletta—Spider, $3,- 
Spide 686; Sprint Coupe, 
= ton 1900 Super 


Super 
$3,784; Veloce Coupe, s. i94. 
Sprint Coupe—$6,083. 
ASTON-MARTIN—DB24 Mark III cpe., 
we sed., $1,599; 
AUSTIN—A-35 deluxe 2-dr. 
A-55 deluxe 4-dr. sed., $2,211. (Heater 
standard.) 
eS HEALEY—conv., $2,919; deluxe 
” $3,195. (Heater standard on deluxe.) 


loon, “$12,900, 
built and vary considerably in price.) 

BMW Isectta 300—$1,048. (Heater stand- 
ard.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard — a. 
luxe 195, a 
---- ; heater stand- 


Ds-19.) 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag.. $2,- 
495. (Heater standard on all models.) 

FACEL-VEGA — 2-dr. hardtop, $9,750; 
Excellence 4-dr. hardtop, $12,800. (Aute- 
matic . power brakes, power 
windows, radic, heater are standard.) 
FIAT—600 Series—Multipla 4-dr. 
598; 2-dr. sed., $1,298; sunroaf conv., 
360. 1100 Series—4-dr. sed., $1,655; 4- 
sed., $2,035; stat. 
‘(hard top op- 
(Heater standard on all 


sed., 


tional), 
models. ) 
FORD (Engiand)—Angliia Series—Anglia 
2-dr. sed., $1,539; Prefect 4-dr. sed., $1,- 
639; Escort 2-dr. stat. wag., $1,629; Squire 
2-dr. stat. wag., $1,739. Mark II Series— 
Consul—4-dr. sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 
Zodiac—4-dr. sed., $2,365; conv., $2.910. 
GOLIATH—1100 Sertes — Standard busi- 


"$2,498. 


088.80; Custom . 
beat wag., $2,287. 80; Empress Deluxe 2-dr. 

sed., $2,481. 14; Tiger sport cpe., $2,834.98. 
(Heater standard on all models.) 


HILLMAN—4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr. stat. wag. (Husky), $1,535; 4-dr. 
stat. wag. (Minx), $2,299. 


JAGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,695 (automatic transmis- 
sion). 3.4 Liter sed., $4,460 (overdrive), 
$4,560 (automatic transmission). XK-150 
epe., $4,475; conv., $4,595. 

ES-BENZ—190 4-dr. sed., $3,- 

D 4-dr. sed.) $2,431; 190-8E. rou: 

7; in Sos 4-dr 5 90-SL road 
Bo: 190 Si “ee $5,232 (with 


Port-of-Entry Prices 
On ear Cars 


*| sport cpe., $2,688; 


’ 


AUTOMOTIVE NEWS, DECEMBER 23, 1957 





Chief Pontiac— 


Chief Pontiac has left his long-time 
camping ground at Glenn Motor Sales 
(Pontiac) dealership in Detroit to join a 
reservation of the U. S. Army. The bronze 
and steel statue was donated by Glenn 
Brozo, left, owner of Glenn Motor, to 
the 2nd Airborne Battle Group (nick- 
named “Apaches”) of Ft. Bragg, N. C. 
Also taking part in presentation cere- 
monies were Joyce O'Connor, ‘Miss Star 
Chief" and “Miss 2nd Airborne,” and 
Eugene Donnelly, member of a 
special honor guard assigned to receive 
the Indian. 








removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed., 
220-S conv., $7,641; 300-C 4-dr. sed. $7,- 
559; 300-SL epe., $8,905; 300-SL roadster, 
$10,928; 300-SC conv. or roadster, $12,- 
272. (Power brakes standard on 219 sed.; 
automatic transmission standard on 300-C 
sed.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 


MG—MGA—roadster (disk wheels), $2,- 


379; roadster (wire wheels), $2,463; cpe. 
(disk wheels), $2,674; cpe. (wire wheels), 
$2,763. Magnette — 4-dr. sed., $2,731. 
(Heater standard on Magnette.) 
MORRIS—4-dr. sed., $1,740; 4-dr. de- 
luxe sed., $1,808; 2-dr. sed., $1,654; 2-dr. 
deluxe sed., $1,711; Tourer sed., $1,637; 
Tourer deluxe sed., $1, 694; stat. wag. $1,- 
861; deluxe stat. wag., $1,916. (Heater 


standard on deluxe models.) 

OPEL — Rekord — 2-dr. sed., $1,957.50. 
Caravan—2-dr. stat. wag., $2,370. (Heater 
standard on both models.) 

PORSCHE — Speedster — 70 horsepower, 
$3,215; 88 horsepower, $3,615; 115 horse- 
power (Carrera), $5,215. Coupe—70 horse- 
power, $3,665; 88 horsepower, $4,504; 115 
horsepower (Carrera), $5,665. Convertible 
—T70 horsepower, $3,915; 88 horsepower, 
$4,804; 115 horsepower (Carrera), $5,915. 

RENAULT —4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 


ROVER—90 4-dr. sed., $3,295; 105S 4- 
dr, sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 


ROLLS-ROYCE—Sliver Cloud—Standard 
Steel Saloon, $13,250. (Other models are 
custom-built and vary considerably in 
price.) 


SAAB—2-dr. sed., $1,895. (Heater stand- 
ard.) 

SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
Oceane conv., $2,888. 
Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane.) 

SUNBEAM—Rapier 2-dr. sed., $2,499. 
(Heater and overdrive standard.) 


TEMPO — Matador — 12-passenger stat. 


wag., $2,575. (Heater standard.) 
TRIUMPH TR-3—softtop, $2,625; hard- 
top, $2,790. 
VA — Victor — 4-dr. sed., $1,- 
957.50. (Heater standard.) 


VOLKSWAGEN — 2-dr. sed., = 545; 2- 
dr. sunroof, $1,625; conv., $2,04 ; Kar- 
mann-Ghia sport cpe., $2,445; onatt stat. 
wag. (8-passenger), "$2,020; deluxe ‘ stat. 
wag., $2,120; deluxe camper, $2,737. 
(Heater standard on all modelis,) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on both 
models.) 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges, Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment, 

(Copyright, 1957, by Automotive News) 

1958 MODELS 

BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed,, $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat. wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr, hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
stat. wag., $3,831. Super—4-dr. sed., $3,- 
789; 2-dr. hardtop, $3,644. Roadmaster 15 
—4-dr, hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680. Limited—4- dr, hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard ‘on Cen- 
tury and Super; Flight-pitch Dynflow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6,232. Series 
15—8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 


CHEVROLET (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013. Biscayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr, sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr, 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe, or conv. 
(V-8 std.), $3,631. 

CHRYSLER — Windsor — 4-dr. sed., $3,- 
129; 4-dr, hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr, 3-seat stat. wag., $3,803. Saratoga— 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 


CONTINENTAL—4-dr, sed., $6,072; 4- 
dr. a ee $6,072; 2-dr. hardtop,. $5, 825; 
conv., $6,283 (Turbo-Drive, power steer- 
ing, power brakes standard on all models. ) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50; 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Fireflite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr. 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 


DODGE — Coronet Six —4-dr. sed., = 
529.50; 2-dr. sed., $2,448.75. Coronet V. 
4-dr. sed., $2,637; 2-dr, sed., $2,506.25; 
4-dr. hardtop, $2,764; 2-dr. hardtop, $2,- 
679; conv., $2,941.50. Royal—4-dr. sed., 
$2,797; 4-dr. hardtop, $2,915.25; 2-dr. 


hardtop, $2,854. Custom Royal— 4-dr. sed., 
$3,030; 4-dr. hardtop, $3,142; 2-dr. hard- 


top, $3,071; conv., $3,298. Station Wagons 
—2-dr, 2-seat Suburban, $2,970.25; 4-dr. 
2-seat Sierra, $3,034.75; 4-dr. 3-seat Sierra, 
$3,176.25; 4-dr, 2-seat Custom Sierra, $3,- 
212.25; 4-dr. 3-seat Custom Sierra, §$3,- 
354.25. 


EDSEL—Ranger—4-dr. 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr, ‘hardtop, $2,863; 2-dr. hard- 
top, $2, 805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup—2-dr. 2-seat, $2,876. Villager— 
4-dr. 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr, 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $107 for station wagons; 
$124 for Fairlane and Fairlane 500; $137 
for Custom 300.) Custom 300—4-dr. sed., 
$2,119; 2-dr. sed., $2,065; bus, 2-dr., $1,- 
977. Fairlane—4-dr. sed., $2,285; 2-dr. sed., 
$2,231; 4-dr. hardtop, $2,428.73; 2-dr. 
hardtop, $2,364.12. Fairlane 500—4-dr. sed., 
$2,437.72; 2-dr, sed., $2,383.72; 4-dr. hard- 
top, $2,508.72; 2-dr. hardtop, $2,444.72; 
conv., $2,659.98; retractable hardtop (V-8 
std.), $3,172.69. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,406.76; 2-dr. 2-seat 
Del Rio Ranch Wagon, $2,513.24; 4-dr. 
2-seat Ranch Wagon, $2,460.76; 4-dr, 2- 
seat Country Sedan, $2,567.24; 4-dr. 3-seat 
Country Sedan, $2,674.24; 4-dr. 3-seat 
Country Squire, $2,803.90. 

IMPERIAL — Imperial—4-dr. sed., $4,- 
945; 4-dr, hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr, sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr, sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 

MERCURY—Monterey—4-dr. sed., $2,- 
721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., §3,- 
081. Montelair—4-dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hardtop, $3,498. Park Lane—4-dr. hard- 
top, $3,944; 2-dr,. hardtop, $3,867; conv., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr. 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park, 
$3,775. (Multi-Drive Merc-O-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matic standard on Montclair, 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 


sed,, $2,592; 2- 


$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., $3,- 
221; 4-dr. 2-seat stat. wag., $3,284; 4-dr. 


2-seat hardtop stat. wag., $3,395. Super 88 
—4-dr. sed., $3,112; 4-dr. hardtop, $3,339; 
2-dr. hardtop, $3,262; conv., $3,529; 4-dr. 
2-seat hardtop stat. wag., $3, 623. Series > 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096 
2-dr. hardtop, $4,020; conv., $4,300 

away dra-Matic, power steering, power 
brakes standard on Series 98.) 


PACKARD—Hawk—2-dr. hardtop, §3,- 
995. (Automatic and power 
brakes standard.) 


PLYMOUTH—(Prices are for six-cylinder 
models. For V-8s, add $107.) Piaza—4-dr. 
sed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 


—. 





$2,028.25. Savoy—4-dr. sed., $2,304.75; 2. 
dr. sed., $2,254.25; 4-dr. ” hardtop, 
399.50; 2-dr, hardtop, $2,328.50. Belvedere 


—4-dr. sed., $2,439.75; 2-dr. sed., $2,258.50: 
4-dr, hardtop, $2,527.50; 2-dr. hardtop, §2,. 
456.50; conv, (V-8 std. ), $2,762. Fury 
2-dr. hardtop (V-8 std.), $3,066.50 Stg. 


tion Wagons (Suburbans)——2-dr, 2-seat De- 


luxe, $2,431.50; 4-dr. 2-seat Deluxe, 
485.50; 2-dr. "2-seat Custom, $2,553.25: 
4-dr, 2-seat Custom, $2,607; 4-dr. 3-seat 
Custom, $2,747; 4-dr. 2-seat Sport, §2,. 
759.75; 4-dr. 3-seat Sport, $2,899.75 


PONTIAC—Chieftain—4-dr, sed., $2, 
2-dr. sed., $2,573; 4-dr. hardtop, $2 "792: 
2-dr. hardtop, $2, 707; conv. $3,019: 4- dr. 
2-seat stat. wag., $3,019; 4- ar, 3-seat stat, 
wag., $3,088. Super Chief—4-dr. sed., $2,. 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2, 880. Star Chief—4- dr, sed., $3,071; 4 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr, 2-seat stat. wag., $3,350. Bonneville 
—2-dr. hardtop, $3,481; conv., $3,586. 

RAMBLER—Deluxe Six—4-dr. sed., $2,. 
047. Super Six—4-dr. sed., $2,212; 4-dr, 
hardtop, $2,287; 4-dr. 2-seat ‘stat. wag., $2,- 
506. Custom Six—4- dr. sed., $2,327; 4-dr, 
2-seat stat. wag. $2,621. Rebel V-8—Super 
—4-dr, sed., $2,342; 4-dr, 2-seat stat. wag., 
$2,636. Custom—4- ‘ar, sed., $2,457; 4-dr, 
hardtop, $2,532; 4-dr, 2-seat stat, wag., 
$2,751. Ambassador — Super — 4-dr. sed, 
$2,587; 4-dr, 2-seat stat. wag., $2,881. Cus- 
tom—4-dr, sed., $2,732; 4-dr, hardtop, §2,. 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr, 
2- seat hardtop stat. wag., $3, 116, 


STUDEBAKER—NScotsman 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
wag., $2,055. Champion 6—4-dr. sed, 
$2, 253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2, 378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat Provincial stat. wag., $2,644, 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 


6 cpe., $2,219; Silver Hawk V-8 cpe., §2,- 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Golden 


Hawk. Heater standard on Scotsman.) 


State Revokes 
License of Illinois 


Oldsmobile Dealer 


SPRINGFIELD, Ill.— The motor 
vehicle dealer’s license of Werner 
Goers, an Oldsmobile dealer in Alta- 
mont, has been ordered revoked 
effective today (Dec. 16), according 
to Secretary of State Charles F. 
Carpentier. 

Carpentier said Goers was found 
to have committed improper acts in 
the operation of his business. 


He said the dealer refused to 
deliver a title to the owner of a 
car after he had paid for it, failed 
to indicate a lien on a title certifi- 
cate and refused to supply Carpen- 
tier with records relating to his 
business. 

Public hearings on the revocation 
proposal were held in August and 
September. They were conducted by 
a representative of the secretary of 
state’s office. 

Goers said he would appeal to the 
courts and added: “In view of the 
evidence produced at the hearing, 
the decision is most unexpected.” 


New Commercial Car Registrations, 


8 States for November, 1957-1956 


Truck registrations by states 


are released here weekly, as | grock- 


way 


compiled by R. L Polk repre- 
sentatives in state capitals. 
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Solve Your Christmas Gift Problem . . . Right Now! 


Give AUTOMOTIVE NEWS To Your Friends In The Industry 
$14.00 .... Two Years 
$8.00 .....One Year 
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Please send your gift subscription list to us 
with the following information for each person 
you wish to receive AUTOMOTIVE NEWS: 
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ONE YEAR [ | TWO YEARS |_| 


NOTE: If the person receiving the gift is already a subscriber, AUTOMOTIVE NEWS 
will extend the expiration date for the period of your gift subscription. 
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Penobscot Building Detroit 26, Michigan 
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PRESSURE REGULATOR—A highly sensi- 
tive low pressure (0-50 psi) material 
pressure regulator which holds outlet pres- 
sure constant—without flutter—to pin-point 
adjustment regardiess of the pressure in 
the main line has been announced by 
the Alemite Division, Stewart-Warner 
Corp., 1826 Diversey Pkwy., Chicago 14, 
ill. Designed especially for paint circulat- 
ing systems where control of paint pres- 














sures between the pump ovtlet and spray 
gun must be precise and constant for 
affected by solvent action and abrasion 
and will handle any material with near 
ped with a 60-pound gauge regulated so | 
that the outlet pressure of 50 psi will be| 
ee 

AIR CONDITIONER — Equipped with 
special prefabricated ductwork, the West- 
ditioner can be used to cool stores and 
offices. The ductwork carries the cooled 
Note the remote control switch which 
makes operation simple when the con- 
can deliver 590 cubic feet of cooled air 
per minute and will completely air con- 
it is claimed. The duct kit has six four- 
foot sections and two outlet grills. West- 


efficient application, the regulator is un-| 
normal ph. The in-line regulator is equip- 
the maximum obtainable. 
rT 
inghouse 2 horsepower Ductaire air con- 
air along to vents at selected locations. | 
ditioner is located in a transom. The unit 
dition 1,400 square feet of floor space, 
inghouse Electric Corp., P.O. Box 868, 


Pittsburgh 30, Pa. 
* 


* * 





CLEANER-POLISH* — Carters Chemical 
Corp., 1108 E. Trement Ave., New York 
60, N. Y., has announced an aluminum 
cleaner, auto cleaner and rust remover 
that are said to be exceptionally effective. 
Besides doing the job for which they are 
intended with a minimum of effort, each 
contains miracle General Electric Silicone 
that leaves an invisible protective coating, 


it is claimed. 
as.6- 29 


Flashing Warning Light 
Offered for Cars, Trucks 


A flashing red warning signal for 
automobiles and trucks, called 
“Flashy,” has been introduced by 





NEW PRODUCTS 


A. G. Busch & Co., Inc., 6138 North- 
west Highway, Chicago 31, Il. 


The device plugs into cigar lighter 
well and provides a flashing light 
that can be seen for a considerable 
distance when used as a hand sig- 
nal or mounted on a disabled vehi- 
cle. Enough cord is provided to 
reach all parts of the vehicle, 





PAINT SPRAY GUN—The Ideal paint 
spray gun, manufactured by Eastern Ll. & 
B. Supply, Inc., 630 Mountain Dr., South 
Orange, N. J., is said to operate at full | 
efficiency when air pressure is supplied | 
by a standard household tank or cannister- 
type of vacuum cleaner. Equipped with | 


| two nozzles—one for medium and light- | 


weight materials and the other for multi- 
color and heavy-bodied materials—the | 
spray gun features an air hood adjust- | 
ment which controls both the flow and| 
rate of spray. Constructed of aluminum | 
and brass attached to a one-quart glass 





LUBRICANT—Standard Motor Products 
Inc., 37-18 Northern Bivd., Long Island 
| City 1, N.Y., has marketed Lubricam SL-2, 
a lubricant for distributor cam lubrication. 
Lubricam is the special formula contain- 
ing Silicone, and recommended for lubri- 
cation of distributor plate pivot pins and 
all balibearings where high temperature 
Operating conditions occur, It will prolong 
the life of the rubbing block and cut 
down on the adjustment of contacts, it 
is claimed. 








container, the spray gun may be used to 


spray all types of liquids. 
= o = 
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| 
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AUTO COMPASS—An auto compass 2% 
inches high, 2% inches wide and 3 inches 
long, with a bracket 34% inches long, has | 
been introduced by Airguide Instrument 
Co., 2210 Wabansia Ave., Chicago 47, Ill. 
The unit, called Nomad, features builtin 
pushbutton illumination, and a_ builtin 
compensator. The bracket design is said 
to permit wide mounting locations. 








FIRE EXTINGUISHER — Developed es- 
pecially for commercial establishments, 
the Protexall dry-chemical fire  extin- 
guisher, shown above, is said to be highly 
effective on all three classes of fires: 
Class A (wood, textiles and rubbish), Class 
B (fiammable liquids) and Class C (elec- 


trical machinery). The extinguisher, with 


a UL rating of 2-BC, has the fire fighting 
efficiency of four conventional one-quart 
vaporizing liquid extinguishers, it is 


claimed. It needs no weather protection, 
will not freeze at any climatic tempera- 


ture. The new extinguisher does not 


require periodic refilling. 


BATTERY CARRIER—The Wiora Cam- 
lock battery carrier is tong type, con- 
structed of cold-rolled steel and heavily 
plated for protection against rust. De- 
12-volt batteries, the 
unit is self-adjusting to any width. The 
tongs are % of an inch wide by \% of 
an inch in thickness, with grip claws at 
the ends for engaging the battery under 
the rim. Better Specialties, Inc., 605 W. 


| Washington Bivd., Chicago 6, Ill. 
> > > 


Lifekote Bond, Unicrete 
Called Dust-Free, Skid-Proof 


Dust-free skid-proof, resilient re- 


| surfacing of concrete and wooden| 


floors, sidewalks and steps is pos- 
sible with Lifekote Bond and Uni- 
crete, according to Tropical Paint 
Co., 1210-52 W. 70th St., Cleveland 
2, O. 

Unicrete produces a black, dura- 
ble surface usable in 12 hours and 


| withstands the impact of continu- 


ous heavy trucking without chip- 
ping or crumbling, said Tropical. 


o's. 6 

EXHAUST SYSTEM—Harvey Industries, 
3776 W. 152nd Street, Cleveland 11, O., 
is distributing its 1958 catalog which 
illustrates and describes all the com- 
ponents for installation of all types of 
garage and service stations exhaust sys- 
tems and to maintain or improve any 
existing system, overhead, underfloor or 
thru-the-door. They are announcing its 
noncrush neoprene exhaust hoses, 2, 2% 
and 3 inch diameters. All 1958 and 
earlier model tailpipe adapters, Ys" and 


fittings are available. 
* * * 


Cleaning Machines Use 


Ultrasonic Equipment 
Ultrasonic cleaning machines are 
being marketed by G. S. Blakeslee 
& Co., Cicero: Station, Chicago 50, 
Ill, and Branson Ultrasonic Corp., 











40 Brown House Rd., Stamford, 
Conn, 

Blakeslee washers and degreasers 
are being equipped with Branson’s 
Sonogen generators and trans- 
ducers, according to the firms, 
which have joined forces to design, 


sell and service the machines. 
> * > 





BRAKE BLEEDER—Ammco Tools, Inc., 
2100 Commonwealth Ave., North Chicago, 
ll, has announced a brake bleeder 
adaptor for Chrysler Corp. cars. On these 
cars the power brake unit is in the way 
when filling the master cylinder from 
above. The Ammco No. 4567 adaptor con- 
sists of a top plate and right angle inlet 
with quick-coupler connection. The com- 
pany claims that this is the only way that 
Chrysler master cylinders can be filled. 





LIGHTER LIGHT—The Snoapit Lighter 
Lite is an all-purpose aviomobile utility 
light developed by Cable Electric Prod- 
ucts, Inc., 234 Daboll St., Providence 7, 
R.1. Available for both six and 12-volt 
systems, the unit features a swivel hook 
for easy hanging, red plastic shade for 
a safety red light, a “plug-in” end for 
a lock-tight fit into any cigar lighter 
socket, and a 12-foot cord. 





PORTABLE BATTERY TESTER—A hand- 
carried battery tester with a builtin cell 
checker has been developed by Marquette 
Mfg. Co. of Minneapolis, 307 E. Hennepin 
Ave., Minneapolis 4, Minn. This tester is 
only 12% inches long and weighs just 14 
pounds, It is entirely self-contained, re- 
quires no plug-in to an A. C. source. The 
versatile ““20-second” tester gives a com- 
plete, accurate analysis of both six and 
12-volt batteries in just one-third of a 
minute, it is claimed. 





— 





CHECK VALVE—An “above ground” 
check valve, which retains prime indef- 
initely, has been announced by Combin- 
ation Pump Valve Co., 850 Preston St, 
Philadelphia 4, Pa. A_ softer-than-metal, 
petroleum-impervious seal will not leak 
even under severe vibration conditions, 
it is claimed. The one moving port can 
be removed without breaking the line, 
The CPV Check Valve has an alconite 
body and bronze fittings. Two 11-inch 
models are available, one with a union 
fitting, the other with a dresser end. 

+ > * 





wl. 


FENDER GUIDE—An automotive acces- 





sory, the Presidential fender guide and 
pennant holder with solid or illuminated 
finials, has been announced by Sutone 
Corp., 3001 E. Twelfth St., los Angeles 
23, Calif. The shoft is made of sturdy 
tubing attached to a heavy duty spring 
base and triple chrome plated. The il- 
luminoted finials are made for both six 


and 12-volf systems. 
* * * 
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ALUMINUM DISPLAY FRAME — Produc 
and sales message ore both displayed in 
an aluminum changeable message disploy 
frame available from Arlington Aluminum 
Co., 19011 W. Davison, Detroit 23, Mich. 
The frame is said to lend itself to the 
monthly promotions—the sales message 
and merchandise are quickly and easily 
changed with the changeable message 
feature. Merchandise is mounted on the 
holeboard back with hooks. Poster is die- 
cut to accommodate the hooks. The frame 
comes complete with tabs for wall hang- 
ing or a wire easel for use on the 
counter-top, as shown above. 





BOOSTER CABLES — Walker battery 
booster cables are used to start cars with 
dead batteries by jumping from the 
battery of another car or service vehicle. 
The cables are connected from battery to 
battery (positive to positive and negative 
to negative). Cables are made with six or 
four gauge copper or four gauge alumi- 
num conductors, with plastic or rubber 
insulation and in eight to 15-foot lengths. 
Walker Bros., Automotive Division, Con- 
shohocken, Pa. 
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sedan, $1,420*; Victoria, $1,145*, $1,095*; Savoy 4-dr., $500*; Belvedere 4-dr., $475*. | Market a little softer except on clean early 
4-dr., $1,055*, $990*°. °55 Fairlane Vic- °53 2-dr., $320, $285, model cars. Sold 67 out of 121. 
e + pe ng oer" s ay wn 4d $505 ; oon PONTIAC—’57 ~~ Chief ar $1,850°. * * * 
-dr., ; 2-dr., » om Crest "66 Chieftain ardtop, 1, (ps); 
Used-Car Auction Prices ee Sine, Fe, bros, fate, ot Cret| ae Cauetatn Harmen, Sse. (ei LOS ANGELES 
Victoria, $540*, 53 station wagon, $555*; $1,150*, $1,095* (ps), $1,070* (ps); Chief- Harold Henry's Los Angeles Auto Auc- 
Custom (8) 4-dr., $535*; 2-dr., $365; tain 4-dr., $900*, $730*. °54 Star Chief | tion. Sale every Tuesday (Dec. 10). As our 
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Crest 4-dr., $410. Catalina, $700*; 4-dr., $690°; Chieftain no Tuesday - ~ foamy on Christ- 
HUDSON—’54 Hornet 4-dr. . 4-dr., $650° (ps), $560*; Catalina, $595. | mas Eve and New Year's Eve, our sale day 
ee ee eee =? LINCOLN—'s8 4-dr, Hardtop, $5,950* (ps).| "53 coupe, $595;" station wagon, '$430*; | will be changed to Friday for those two 
’ ’ x roe 9 4-dr., $330; 2-dr., $275*. °51 Catalina, | weeks. 
tj, MISO RT, SORA | EON ue aT al lg act | Snape ce alot = | a 
2-dr., : ; , H bee? one » 91, , as 4 “eone MISCELLANEOUS—’52 Jaguar coupe, $865. 
Wagon (8) 2-dr., $300; Main (8) 4-dr.,| $1,800* (ps), $1,790°, $1,775*; 4-dr., $1,- ieee: tee on ase basi a - oo ae pe, $ BORDERTOWN, N. J. 
$240. '51 Custom (8) 2-dr., $115. "50 De-| 700° (ps); Two-ten 4-dr., $1,390; 2-dr., Monterey Hardtop, $1,420* (ps): coupe . ° ° National Auto Dealers Exchange. Sale 
juxe (6) 2-dr., $105.°°49 Custom (8) 2- $1,380; Hardtop, $1,340. °'56 Bel Air as » ot, ; , — Auctions in Brief — every Wednesday (Dec, 11). Despite having 
ir. $165 | Hardtop, $1,570* (ps); station wagon,| $1,200*. °55 Montelair Hardtop, $1,205 a three inch snowfall, 376 cars were regis 
aaa 3 P i Hardtop, $1,805* $1,420*; conv., $1,410*; coupe, $1;385*, (ps), $1,155° (ps); 4-dr., $1,075* (ps), CHICAGO | tered and 254 cars were sold giving NADE 
as ae $1,380°; 4-dr., $1,325*, $1,320*, $1,295*, see’ 7a coupe, $1,000°; 4-dr.,| Greater Chicago Auto Auction, Sale every another fine sale, Buyers were here en 
(ps). , 1,-| $1,140%; Two-ten (8) station wagon, $1,-| $600." cust — 4-dr., $715* (P8),| Thursday (Dec. 12), Sold 244 cars out of | senaee taking home a great percentage of 
MERCURY—'56 Monterey Sport sedan, $1,-| 360°. '55 Bel Air Hardtop, $1,200* ‘(ps),| $800; Custom 2-dr., $540*; 4-dr. $465°. | 463 consignments. |a large assortment of clean, well-detailed 
: soe /eS Ambomwnder (8) 4-ér., $T60°.| Ss'sue-' an aeeee aete. deer. Wee gue0"; Custom enue, 98 i | automobiles 
; NASH—’ m ane 7 ,050; 4-dr., 5*, $980, $920*; Two- , , . ; e 84. _ 
i "53 Ambassador 4-dr., $260. ten station wagon, $960; oa $885, $880, | NASH—'56 Statesman club coupe, $1,400*. WAREHOUSE POINT, CONN. 
OLDSMOBILE—’55 Deluxe (88) 4-dr., $1,-| $705; 4-dr., $730*; Delray, $830, °54 Beil 55 Ambassador 4-dr., $895*. ‘53 4-dr.,| Southern Auto Sales, Inc. Sale every | ST. LOUIS 
190°; Holiday (88) 4-dr., $1,085°. '54/ Air ‘2-dr:,' $615*; conv.,’ $535*; 4-dr., | , $325*, $255°. Wednesday (Dec. 11). Weather outside cold,! + Louis Auto Auction Barn, Sale 
Super (88) 4-dr., $785°, $175°*. $495. 53 Bel Air coupe. $615*: 4-dr. OLDSMOBILE—’57 (88) Super conv., $2,-| rain, and snow; but red hot summer bid- Tuesday and Frida (Dec, 10 4° is), 
PACKARD—’53 Clipper 4-dr., $235. $475. $450, $340; 2-dr. ° $460°,. $365°, 585° (ps); (88) Holiday, $2,300* (ps); | ding from the auction block, Good consign- | Sales this week ae good with om ). 
PLYMOUTH—’57 Belvedere (8) Hardtop,| $330; Two-ten 4-dr., $350°, ’52 2-dr.,| 4-€F., $2,160* (ps), $2,080* (ps), "56 (88) | ment with our highest percentage sold for| } tinting top doll Sold 188 a ae 
$1.700*. "56 Suburban (8) station wagon,| $960. eg : | Holiday, $1,675* (ps), $1,475*, $1,435; | this time of the year. | saa a cars out of 
, a . ‘ . . , > s . 
1s, ee eS SS Paes Stub’ sedan, | CHRYSLER—'S6 ““300"' coupe, $1,960°; NY | Gay, $140°' (pa); Gone, $1350" Coot, ig * * * 
$355 '53 Cranbrook club sedan, $275, ‘51 a-dr., $1,835°, $1,425°. 55 NY 4-dr., $1,- 4-dr., $1,320 (ps); (88) Super Holiday, | DANVILLE, VA. WINDSOR, VA. 
Plaza Suburban, $120. 110° (Ps). "54 NY Newport, $800° (ps). $1,295* (ps), $1,255°, $1,175°. °54 (88)| Danville Auto Auction, Sale every Wed-| 
round” pPONTIAC—'57 Star Chief (8) sedan, $1,- 53 NY 4-dr., $355* (ps); Windsor 2-dr., Super 4-dr., $1,060*; (88) Holiday, $1,- nesday (Dec. 11). Prices generally down : 1Eee Auto eo Sale every Thurs- 
indet 760°. °55 Chieftain sedan, $920°, '54 Star| $240. 000°; 4-dr., $915*; (98) Holiday, $965*,|50 to 100 dollars per unit as a result of | lav (Dec. 12). For the past two sales we 
aia Chief 4-dr., $550*; Chieftain (6) 2-dr.,| DeSOTO—'55 Firedome Hardtop, $930*; 4-| $940*. °53" (88) Super Holiday,’ $600%; | usual year end inventory closing. weather for this section of the eountry. 
ombin- 5395 °'53 Chieftain (8) 4-dr., $300. '52) r., °. (98) conv., $485* (ps), $705* (ps); (88) 1 
on Sty Chieftain (8) 4-dr., $215*, °S1 Deluxe| DODGE—'55 Royal Lancer Hardtop, $950*| 4-dr.. $450* (ps), $370*; Holiday, $390°. VALDOSTA, GA. model ears with a goed’ poresatege of than 
~ . o ’ ad * al 
-metal, sedan, $140. Country (6). $1,550 conte 4-dr ‘sa00" oe ee eee Pacman en oom . geno — ae | Tom Hewitt Auto Auction. Sale every | being sold. 
t leak at LANEOUS—'57 "Weneweasn pick- | FORD—’58 Fairlane (8) 500 2-dr., $2,510* $750* (ps). ’54 a. $385°, pS); 4-dr.,| Friday (Dec, 13). Had lots of dealers today | A 
tittens up, $1,200, '56 Volkswagen 2-dr., $1,245;| (ps); Victoria, $2,480* (ps). ’57’ Country | PLYMOUTH—'57 Savoy Hardtop, $1,650*; | ‘nat were unloading for inventory and there | S-P Signs Aukerman 
‘= Chevrolet (6) %-ton pickup, $790. ’51| Squire, $1,860* (ps); Fairlane (8) 500| 2-dr., $1,475*; ‘Plaza 4-dr. $1,300, $1,- ee . = 8 
wt om Dodge %-ton pickup, $195. Victoria, $1,860* (ps), $1,840* (ps), $1,-| 290%; station wagon, $1,100, ‘56 station | | L. M. Auto Sales, 9970 W. Third 
> line, 610°, 20" orm. v2.S0s* oe), $1,725° wegen, a Belvedere Hardtop, $1,- NEW YORK CITY |St., Dayton, O., has been named a 
Iconi ps); 4-dr., . ps), ’ Ps); | *; 2-dr., $1,050°, '55 Belvedere Hard- Skyline Auto Auction. Sale every Tuesday : 
sand GRAND RAPIDS Custom (8) 300 4-dr., $i,705* (ps); 2-| top, $940*, $880*, $835*; Savoy 4-dr.,| (Dec. 10). Sales percentage good consider-| >-Udebaker-Packard dealer. The 
a (Grand Rapids Auction, Sale every Tues- dr., $1,405*, $1,305, 56 Fairlane Country $840*; Plaza 2-dr., $600; 4-dr., $590. °54| ing snow and approaching holiday season, | firm is headed by Lloyd Aukerman. 
union day. Prices are for sale of Dec. 10.) 
d. (Market still weak, but bidding is more 


active and shows increased interest by | 
buyers, Sold 85 cars.out of 157 consign- | 
ments.) | 
BUICK—’57 Special Riviera, $2,025*. °56) 
Century station wagon, $1,805*; 4-dr., | 
$1,410*; Special 2-dr., $1,175*. °55 Cen-| 
tury 4-dr., $925°, $885°, $865°; Special 


. 4-dr., $925*, $920, $910°. 53 Special 2- 

dr., $375*; Super 2-dr., $535*. °51 2-dr., 

$275. 

CHEVROLET—'57 Two-ten (8) station a Ud e a CS 00. or ver Cd er. 

wagon, $1,820°; 2-dr., $1,460, $1,400°; J 
Bel Air 4-dr., $1,715*, $1,685°, $1,650°; 


ay. 2-dr., $1,665*. '56 Bel Air conv., $1,240*; 
; Two-ten 4-dr., $1,025. '55 Bel Air 2-dr., 


$975°; 4-dr., $925*; Two-ten 2-dr., $725°, @ 
$700, $630, ‘54 Bel Air 4-dr., $635; Two- e 
ten 2-dr., $580°. '53 Bel Air 2-dr., $515. 

CHRYSLER—'55 NY 4-dr., $1,100° (ps). ey * 


’54 NY club coupe, $890° (ps). "53 Wind- 
sor 4-dr., $300°. 
EDSEL—’'58 4-dr., $2,350°. 
FORD—'57 Country-sedan, $1,850°; Fair- 


lane 4-dr., $1,650*, $1,625° (ps), $1,610°; - 

BES tot “i atm: atin arn utomotive News Auto Show Iss 

$1,420, $1,400. "56 Custom station wagon, ue or 

$1,245; Fairlane 4-dr., $1,130° (ps); 2- 

dr., $900°. ‘55 Country sedan. $1,165°; 

Fairlane club coupe, $995*°, $670°; Cus- 
—<=a tom 2-dr., $610° ‘54 conv., $505. ‘53 

station wagon, $655° (ps); 4-dr., $415; ) 

2-dr., $310. "52 sedan, $225. 


oereD 





vend | Hesttne Soa tery” osn"tnsoe | . 

2 ae onterey clu coupe, * i 

a ase os ae co @ Photographs of 1958 Automobiles* 
OLDSMOBILE—'57 (98) Holiday, $2,475* 

ngeles (ps); 4-dr., ar. 3.4 a 

stordy } ed ten; cas) 4-dr., $950° (ps), '53 « L E . 7 D 1 

spring (88) club coupe, $715*; (88) Super 2-dr., atest ngineering eve opments 

he il- ao poner club coupe, $355° (ps). 

th six ae ° 


PLYMOUTH—'56 Fury 2-dr., $1,210° (ps); 
2-dr. station wagon, $1,045. °54 Belve- | 
dere 4-dr., $435°. "50 Suburban, $130. 

PONTIAC—'57 Chieftain 2-dr., $1,885°. °56 
Chieftain station wagon, $1,.550° (ps), 
$1,415*; club coupe, $1,515* (ps); conv., 
$1.435° (ps). "55 Star Chief coupe, $1,- 
075°; Chieftain 2-dr.. $800°. ‘54 Chief- 
tain station wagon, $575*°; 4-dr., $485°. 

MISCELLANEOUS — ‘57 Austin, $1,330; 
Ford Ranchero pickup, $1,265. | 


FARGO 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Dec. 12.) | 
(A little slow, but picking up. Sold 41 
cars out of 101 consignments.) | 
CHEVROLET—'57 Two-ten (8) 4-dr., $1,-/ 
690°, $1,600°, $1,590°, $1,575, $1.545°. "56 
Two-ten 4-dr., $1,280°, $1,200; 2-dr., $1,-| 
190. "55 Two-ten 4-dr.. $700. '54 Two-ten | 
4-dr.. $610°; One-fifty 2-dr., $445. ‘53 
Bel Air 4-dr., $440°. } 
CHRYSLER—'53 Windsor 4-dr., $290* (ps). | 


s Comparative Price Chart 


® Complete Specifications 





® Truck Section 
@ Foreign Car Imports 
@® Market Trends 





ed in FORD—'57 Custom ‘‘300"' (8) 4-dr., $1,-| 
isplay 690°, $1,670*, $1,570, $1,550° $1,545°. | 
slau "56 Custom 4-dr., $1,325, $1,200, $1,180°, 
ss $1,075, $1,030. ‘55 Custom 4-dr., $970°; 
Mich. 2-dr., $945°. ‘54 Custom club coupe, 
> the $520°; 4-dr.. $400; Main 4-dr., $490. ‘53 | # All [ F ll C l 
Victoria sedan, $530°; Custom (8) 2- nN U Oo or 


ssage 


. dr., $385°. °52 Custom (8) 4-dr., $235. 
easily PLYMOUTH—’57 Savoy (8) 4-dr., $1,600*. 
ssage ‘56 Savoy 4-dr., $1,010. '55 Savoy 4-dr., 

the $770. '54 Plaza 4-dr., $390. 53 Plaza 
» 2-dr., $310. 


; die- PONTIAC—'55 Chieftain 2-dr., $930*, °54 

rome Chieftain 4-dr., $260. 

; MISCELLANEOUS — ‘50 Ford (8) %-ton, 
ang: $325. '48 Chevrolet 2-ton, $245. °41 Dodge 

1 the %-ton, $240. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Dec. 10.) 
(Sold 419 cars out of 651 consign- 


-ments.) 

BUICK—’58 Special 2-dr., $2,150*. '57 Spe- 
cial Riviera, $2,005* (ps), $1,980*; Super 
Riviera, $2,000* (ps). '56 Special Riviera, 


/ $1,530°: Century 4-dr., $1,375* (ps). '55 ; : 
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Super Riviera, $1,140* (ps), $1,115* 
(ps); Special Riviera, $1,035* (ps), $1,- 
030° (ps), $1,020*, $1,005*; 4-dr., $875* 
pt $820°. ‘54 Super — $975°*, 
*; 4-dr., $600° (ps), ; Special 
Te ee: on tae ce EXTRA COPIES AVAILABLE... BUT SUPPLY IS LIMITED. 75< EACH. 
tury 4-dr., $665°. '53 Special 4-dr., $615*, : 


tery $535°; Super 4-dr., $505°. '52 RM conv., 

| with -$235° (ps). 

the | “Mtoe tps), °87 ‘sedan, de. Ville, $4,900" - Ph Send Check With Your Order to 
. ie, . 

hicle. (ps), $3,760* (ps); (62) coupe de Ville, ease our er 


ry to $3,690° (ps); coupe, $3,600* (ps), $3,580* 
(ps), $3,530* (ps). ‘56 (62) coupe, §2,- 


jative 735° (ps); coupe de Ville, $2,640* (ps); 
jix or 4-dr. sedan, $2,620* (ps). '55 (60) sedan, ‘ : , 
Jumi- $2,260* (ps); coupe de Ville, $2,250* (ps), 
ileag $2,230* (ps), $2,165* (ps), $2,075* (ps), 


$2,050° (ps); 4-dr., $1,990* (ps). 54 (60) 
igths. 4-dr., $1,700* (ps); coupe dé Ville, $1,- 


620° (ps); sedan, $1,600* (ps). °52 coupe .DEPT. A—2666 PENOBSCOT BLDG. 


Con- de Ville, $755°. "49 4-dr., $305* 
CHEVROLET 


— "58 Bel Air (8) ‘Hardtop, DETROIT 26, MICHIGAN 
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‘Nothi 


to Hide,”’ He Says... 





VW Distributor Discusses Suit 


(Continued from Page 2) 
in the case of the U.S. vs. Volks- 
wagen. 

“Here’s a business built solidly on 
customer service,” he explained. 
“The VW network of dealers is 
the only one with a ‘service- 
responsibility’ plan good up to 30,000 
miles. Our owners get coupon book- 
lets valid anywhere in the U.S., 
with standard maintenance inspec- 
tion charges half those assessed by 
U. S.-make dealers. 


“Yet, with all the U.S. manu- 
facturers complaining that their 
dealers are lax on service, we are 
the ones to be dragged into court. 
Well, maybe it will give us a 
chance to prove that a car sales 
business built on customer service 
can thrive.” 

The New York dealer, though not 
a defendant, called the Government 
action a “put-up job.” He disputed 
the rumor that the Big Three was 
involved, explaining that “the big 
boys don’t have to worry about us.” 
He blamed former Volkswagen 
dealers for complaints to the Jus- 
tice Department. 

* = = 
EKMAN said he couldn’t under- 
stand reports that the Govern- 





Below Expectations... 





ment was seeking to make the VW 
case a test of territory security— 
an issue never squarely decided on 
its merits by the U.S. Supreme 
Court. 


“Our selling agreement,” he 
stated, “says and has said abso- 
lutely nothing about a dealer’s terri- 
tory or area of influence. How can 
they charge us with this when it 
doesn’t exist in our dealer agree- 
ments?” 


The bill of complaint filed in 





Ohio Dealer Faces 
Sunday-Close Charge 


YOUNGSTOWN, O.—John Paul, 
owner of Economy Motors in 
nearby Campbell, has been booked 
and released on a charge of 
doing business on Sunday. 


A warrant for his arrest was 
sworn out by Automobile Sales- 
man’s Local 327. John Hanlon, 
secretary-treasurer of the local, 
said his organization has backed 
@ move that has resulted in the 
closing of all Youngstown auto 
dealerships on Sundays. 





110,000 Miamians at Show 


(Continued from Page 6) 


have as much space as ours,” he 
added. 


W the Seca a ae Sts anna 
Washington auto show in the Na- 
Texas Dealer Unit 
To Fight Ruling 


On Oral Warranty 





AUSTIN, Tex.—Directors of the) 


Texas Automotive Dealers Assn. 
have instructed their attorney to 
file a brief as “friend of the court” 
in an attempt to reverse a pending 
Texas Supreme Court decision 
which might “cause harassment to 
all dealers on time-sales contracts 
and written purchase orders.” 


Directors acted after learning) 


that the decision would establish 
“a doctrine of law that alleged oral 
warranties at the time of sale 
would be admissible into evidence 
in a suit by a purchaser to cancel 
the sales contract and the note for 
the deferred balance of the pur- 
chase price.” 

This doctrine would hold, the 
directors said, despite the fact that 
the sales contract which the parties 
executed negated such oral war- 
ranty. 

They said the decision in its 
present form appears “to weaken 
the stability of provisions contained 
in the written purchase contract.” 

Furthermore, they said, it exposes 
sellers of all types of merchandise 
“to the risk of being unable to 
confidently rely on those provisions 
in their sales contracts as defenses 
to claims of ‘fraud’ in the form of 
false representations of capabilities 
made during the negotiations pre- 
ceding the sale.” 


Rodell Heads . 
Spokane Dealers 


SPOKANE. — Herman Rodell, 
president of MHull-Rodell Motors, 
Inc. (DeSoto-Plymouth), was 
elected president of the Spokane 
New Car Dealers Assn. He succeeds 
Fred Becker, Riegel-Becker Motors 
(Dodge-Plymouth). 

Clayton Kauffman, Kauffman- 
Buick Co, was named vice- 
president and director. Norman 
Majer, Ernie Majer, Inc. (Ford), 
also was elected a director. 


Brazeal-McDaniel Opens 
Brazeal-McDaniel Motors, Inc. 
(Dodge) has opened at Fourth and 
Main St., Atchison, Kans. 8. J. Bra- 
zeal is president of the dealership. 


|tional Guard Armory Jan. 11-19. 
| All 80,000 square feet of space have 
| been sold, according to Maurice J. 
Murphy, executive vice-president of 
the Automotive Trade Assn.—Na- 
tional Capital Area, show sponsor. 


He said five autos will be 

awarded to visitors—one on the 

| first day and one every other 

day until the close. An auto show 
queen also will be chosen. 

The Buffalo show, at the Masten 
| Ave. Armory Jan. 4-12, will feature 
its largest display of autos, accord- 
ing to Chester G. Daetsch, general 
chairman. 

He said a special affairs group, 
headed by Hal Casey and Law- 
rence E. Reed, is planning many 
new features. The show is spon- 
sored by Buffalo Automobile Deal- 
ers Assn., Inc. 

An attendance of 150,000 is an- 
| ticipated at the first major auto 
show in San Antonio in years, said 
| Henry B. Spindle, executive secre- 
tary of the San Antonio Automo- 
bile Dealers Assn., show sponsor. 

The show is scheduled Jan. 17-22 
in Bexar County Coliseum and 
profits will be given to the San 
| Antonio Little League baseball or- 
ganization. 





Dealer’s Hat in Ring 


| LOS ANGELES.—Thomas C. 
|Carrell, San Fernando Valley auto 
| dealer, has announced his candi- 
| dacy for the Democratic nomination 
for lieutenant-governor of Califor- 
nia. Carrell headed the campaign 
of Senator Estes 
Southern California last year. 





a 


Albany Dealers Elect— 
M. H. Yager (Pontiac), center, has been 


Kefauver in| 


Trenton Federal Court asserts 
that the offenses charged to the 
co-defendants resulted from “un- 

lawful contracts, agreements and 

understandings among them- 
selves.” 

Annual retail value of VW auto- 
mobile sales in the U.S. is approxi- 
mately $75 million, the bill of 
complaint states, while total retail 
value of VW parts sales last year 
was approximately $4 million. 

* * * 


Distributor Dominance 








[UNDERLYING the Federal suit Pontiac Dealer Council Meets— 


against VW is the implication 


that the “factory” exercises undue|,, 


dominance over the policies of its 
dealers. Such dominance might be 
construed as conflicting with recent 
Justice Department arguments up- 
holding dealer freedoms against 
proposed territory-security plans. 
The VW agreement imposes a 
virtual ban upon the use of the 
word “Volkswagen” or the initials 
“VW” in any dealership’s name. The 
distributor has the right to examine 
a dealer’s records and accounts at 
any time, and the distributor 
reserves unlimited immediate- 
cancellation privileges. 


VW policies arising from strict 
enforcement of the distributor's 
control over dealers have nettled 
some VW retailers. Only lIast 
week, Cliff Motors Inc., Great 
Neck, N. Y., announced sale of its 

| VW business. 
| 


“Volkswagen,” owner Cliff Stew- 
| ard said, “takes a dim view of too 
many used-car sales while they 
| starve a dealer on his new-car allo- 


| cation.” 


VW registrations reached an all- 
time high of 6,364 units in October, 
bringing the year’s total to 52,573. 
| This exceeded 10-month U.S. sales 
last year by more than 11,000 units. 


| The VW selling agreement will 
|}continue on a one-year basis in 
| 1958, renewable Dec. 31. A dealer 
may terminate the agreement by 
giving his distributor 60 days’ no- 
tice. 


| 


Addressing the recent Pontiac National Dealer Council meeting at the home office 
Pontiac is S. W. Knudsen, Pontiac general manager. At extreme left is J. C, 


| Jamieson, in charge of dealer relations, while second from right is Frank V. Bridge, 
| general sales manager. Council members include E. A. Neubeck, Irvington, N. J,; 
Hugo Separini, Newton Centre, Mass.; Carl E. Fribley, Norwich, N. Y.; Haywood M. 
Davis, Fort Wayne, Ind.; Claude W. Holmes, Shreveport, La.; D. S. Neill, High Point, 
N. C.; Vincent T. McMahon, St. Louis. Russell B. Clark, Fort Dodge, Ia.; John Hine, 
Dallas; J. M. O'Mara, Hutchinson, Kans.; Donald E. Doten, Berkeley, Calif., and R. F, 


| 


Jones, Wenatchee, Wash. 


All Economic Indicators 


Show Pre- Yule Increase 


(Continued from Page 2) 


key business indicators are off, 
the economy as a whole seems 
to be holding up pretty well. 

The closely watched industrial 
index showed November production 
was 14 percent below that of Oc- 
tober and 4.8 percent under the 


employed was 1.7 percent below 
the October total but only 0.6 per- 
cent under the year-earlier figure. 

Personal income stood up well 
under this pressure. Money flowing 
to individuals in November was 
0.1 percent below the October figure 


November, 1956, level. The number | and showed a 3.2-percent gain over 


Common Stocks 


Dec. 
18 iB 
7% 8 
55% 63 
37% 38% 
33% 35 
3 3% 


Average 27.48 29.58 


1957 
High low 
8% 5% 
824%, 55% 
59% 37% 
47%. 33%, 
8Y%, 3 


Dec. 


Am. Motors 
Chrysler 


Ford 
GM 
s-P 








Newark Dealer Is Jailed 
In Used-Car Plot; 4 Fined 


NEWARK, N. J.—A Newark auto 
dealer and seven employes have 
| been found guilty of conspiring to 
cheat and defraud the public by 
misrepresenting used cars as left- 
over new models. 

Ernest Graziani, head of | 
Halsey-Packard, Inc., Newark, 
and Halsey Automobile Co., 
Irvington, was given a 12-month 
penitentiary term. 


Dominick Canase, Newark, $300. 

Angelo Aquilino, Newark, re- 
ceived a suspended sentence. 

Sentencing of Joseph Marcelli, 
Newark, was held up. The court 
pointed out that he already is on 
probation for a previous offense 
and will be charged with proba- 
tion violation as a result of the 
conspiracy conviction. 


All of the defendants said they 


His brother, James Graziani,| would appeal their convicttion to 


Irvington, was placed on probation 
for three years and fined $3,000. 


Other defendants placed on pro-| 


b~ Appellate division of Superior 
| Court. 


In addition, the two firms were 


bation and the amounts of their! gned $1,000 each. 


fines are: 


manager, $1,000. 
Henry Rellah, West Orange, $750. 


Michael Moore, Newark, $500. | 


installed as president of the Albany Auto- 
mobile Dealers~ Assn. Walter B. Ripley, left, is executive secretary and Jack Spitzer 
(Ford), right, is vice-president. Yager gained national prominence when he testified 
before the Senate antiturst and monopoly subcommittee investigating General Motors 
and its dealer franchises. GM revised its contracts as a result of the investigation. 


This was the second of three 


| Joseph Morese, Newark, sales/ groups charged with auto-sales 


conspiracy. 

The first group to be convicted 
included Ladd’s Auto Sales, New- 
ark, its owner, a limited partner 
in the operation and two sales- 
men. 

Still to be tried are Holiday 
Motors, Inc., Newark, its two own- 
ers and seven salesmen. 

In sentencing Ernest Graziani to 
the jail term, County Judge Edward 
Gaulkin said that when a business 
embarks on a course which a jury 
fiids is criminal, it is management 
that sets the firm on its course and 
it is management that must suffer. 


VW Dealer Heads 


Cincinnati Assn. 


CINCINNATI. — C. R. Hassan, 
president of Charles Raymond, Inc. 
(Volkswagen), has been elected 
president of the Cincinnati Automo- 
bile Dealers Assn. 

Hassan, a former racing-car 
driver, also heads Raymond Im- 
ported Motors. . 

Other CADA officers are Thomas 
Bywater, vice-president; Clifford 
Jacobs, treasurer, and Erdie Turner, 
secretary. 


a year ago. 
* * 


= 
genes income up and employ- 
ment off fractionally, the 
downturn seems then to revolve 
around a wait-and-see attitude on 


|the part of consumers and some 


segments of business. 

The Commerce Department has 
reported a drop in inventories, 
meaning that some businesses are 
not replacing the goods that have 
been sold, a practice which can't 
last long. 

In addition to the increase in 
savings deposits, the Treasury 
Department has offered another 
hint, in a negative way, that 
consumers are hanging on to 
their money. 

For months, the public has been 


| cashing in more U. S. savings bonds 





than have been purchased. Treasury 
officials reported that in November 
the amount of cashins topped bond 
sales by the smallest margin in a 
year. 


Beach Auditorium 
Is First Stop for 
NADA Delegates 


WASHINGTON.—Dealers attend- 
ing the NADA convention and 
Equipment Exhibition in Miami 
Beach, Jan. 11-15, will register and 
receive their credentials in the 
lobby of the Miami Beach Audito- 
rium, 1700 Washington Ave. 

Registration begins at 9 a.m, Sat- 
urday, Jan. 11. Upon registering, 
dealers and their wives will be given 
badges which will be their tickets 
of admission to all convention and 
exhibition activities. 

The registration desks will be 
open from 9 a.m. to 6 p.m. during 
the five-day meeting. The telephone 
numbers for the registration and in- 
formation desks at the auditorium 
are JEfferson 2-2387 and JEfferson 
2-2826. 

A ladies information center will 
be open each day during the con- 
vention in the Card Room of the 
Roney Plaza Hotel 2301 Collins Ave. 
A hostess will be on duty from 
9 a.m. to 5:30 p.m. to furnish in- 
formation on shopping in the Miami 
Beach area and to relay messages. 
The telephone number is JEfferson 
2-2826. 

NADA has urged dealers and 
their wives to register early. The 
Equipment Exhibition opens at 9 
a.m. Saturday, Jan. 11. Visiting 
hours are from 9 a.m. to 6 p.m. 
daily. The first service session will 
begin at 2:30 p.m. on opening day. 


Waits Adds Vauxhall 
Ray Waits Motors, Inc., 545 Meet- 
ing St., Charleston, S. C., has been 

franchised to handle Vauxhall. 
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By Martin L. Whitmyer 
Staff Writer 


A flow of constructive criticism 
of newspaper advertising repre- 
sentatives was poured out in a 
recent speech by Louis T, Hagopian, 
director of adver- 
tising and sales 

romotion for 
Plymouth. 

Speaking at the 
December meeting 
of the Detroit 
Chapter of the 
American Assn. of 
Newspaper Repre- 
sentatives, Hago- 
pian criticized the 
merchandising 
support Plymouth 


L. T. Hagopian 
is getting from metropolitan news- 


papers, and the failure of news- 
papers and their representatives to 
let Plymouth dealers know the 
extent of their coverage. 


“You people are geniuses at 
merchandising advertising,” Hag- 
opian said. “Time and again 
you’ve proved it. You’ve proved it 
for food advertisers ... for drug 
advertisers ... for cosmetic ad- 
vertisers, but what’s the matter 
with us? 

“Don’t we pay our bills as good 
as standard brands? Aren’t our 
schedules as big as Revlon’s? Don’t 
you like us aS much as Vitalis?” 

Hagopian said sometimes he 
thinks newspaper merchandising 
men don’t really believe in auto- 
mobiles—that they think “we're 
just another fad business, here 
today and gone tomorrow, like tele- 
vision.” 

Hagopian said Plymouth has 
had “fine merchandising coopera- 
tions” from some newspapers, 
“but by and large, the merchan- 
dising support we get from the 
big metropolitan newspapers is 
definitely spotty. 

“Maybe it’s our fault,” he said. 
Maybe we should demand more. 
But is it our place to ask? It seems 
to me that the newspapers them- 
selves ought to be throwing new 
ideas to us.” 

Hagopian said Plymouth is per- 
haps supersensitive about merchan- 
dising support because it is a 
necessity for the firm to get its car 
and advertising more visibility. 

Since both Ford and Chevrolet 
can outproduce Plymouth two to 
one and outspend it two to one, 
it is necessary that Plymouth get 
more for every advertising dollar 
in order to compete, Hagopian said. 

“Plymouth’s advertising appro- 
priation is a big one,” Hagopian 
said, “but it is not so big that we 
ean afford to brush off any single 
unit of any campaign, no matter 
how unimportant it might seem, 
as just another ad. Every dollar 
we spend has to work overtime 
and then some. 

“And we feel that you have a 
definite responsibility to see that 
the dollars we spend in your news- 

papers do just that—work over- 
time,” Hagopian told the ad reps. 

“You can make sure that they 
do by using the merchandising 
genius you’ve demonstrated so often 
to the food, drug and cosmetic 
industries. 

“I will say this,” Hagopian said, 
“whenever we have specifically 
asked for merchandising help, you 
have come up with it. But again I 
put this question, should we have 
to ark? 

“The retail field is your own 
chosen specialty and it seems to 
me that you all could put some 
of your vast experience in this 
field to work for Plymouth a 
good deal more effectively than 
you’ve been doing,” Hagopian 
said. 

Hagopian said great changes have 
been brought about through the 
dropping of cooperative advertis- 
ing, not so much in the number of 
dollars spent—in Plymouth’s case 
its budget is larger than under the 
cooperative setup—but in the pat- 
tern of scheduling ads. 

Hagopian credited metropolitan 
newspapers with selling Plymouth 
on the extent of their coverage, but 
jabbed the representatives for end- 
ing their jobs after selling the 
factory. 

“The extent of your coverage re- 
mains a deep, dark secret to every- 


Affecting Factories and Dealers .. . 


Auto Advertising 











body but us and our advertising 
agency,” he said. Our good Plym- 
outh dealer in an outlying com- 
munity hasn’t been told how the 
Journal or the Post or whatever 
your paper is, blankets his town. 

“Nor, and this is the other base 
you haven’t covered, has he been 
convinced that the people in his 
community read the large metro- 
politan daily to the extent they do 
his local paper. 

“Readership is just as important 
as coverage and from what we 
hear he generally has had good 
success advertising used cars in 
the local paper, is convinced his 
prospects read the local commu- 
nity paper more thoroughly than 
the metropolitan paper for the 
local news and the local mer- 
chant ads—and he is a local 
merchant. 

“So, when he gets our new news- 
paper schedule he is likely as not 
to come to us, deeply troubled and 
say, ‘but you’re not giving me any 
advertising that reaches my pros- 


Five Ad Agencies 
Mentioned for 


Buick Account 


DETROIT.—Speculation was run- 
ning high here last week over who 
will replace Kudner Agency as 
Buick’s advertising counsel. 


Kudner, which has served Buick 
for 22 years, was cancelled Monday 
night when Edward T. Ragsdale, 
Buick General manager, said it was 
“in the best interest of both parties 
that Buick seek advertising coun- 
sel elsewhere.” 


Buick spokesmen said that a new 
agency had not been selected yet, 
although advertising men point out 
that it is practically unheard of for 
a company to drop its advertising 
agency before a replacement has 
been chosen. 

Nonetheless, at least five agencies 
have been mentioned to replace 
Kudner, including Leo Burnett, Chi- 
cago, and Cunningham & Walsh, 
Ted Bates, Dancer-Fitzgerald- 
Sample, and Benton & Bowles, all 
of New York. Benton & Bowles 
formerly had the Studebaker- 
Packard account. 

Ragsdale and Edward C. Ken- 
nard, Buick sales manager, were in 
New York most of last week. It 
also was reported that Leo Burnett 
spent part of the past four weeks 
in Detroit. 

A Buick spokesman and adver- 
tising sources indicated that the 
cancellation resulted from an ac- 
cumulation of differences. 

Also underscored was Buick’s 
yielding of third place to Plymouth 
in the automobile sales race during 
1957. 

Ragsdale said no date has been 
set for final termination of the 
contract with Kudner. That will be 
worked out with agency officials, 


he said. 
* * «& 


Kudner Realigns Staff; 


Radio-TV Chief Resigns 


NEW YORK.—Kudner Agency, 
Inc., which last week lost the Buick 
account, has announced the elec- 
tion of two executive vice- 
presidents, one vice-president and 
the realignment of its executive 
committee. 

The agency also announced the 
resignation of Myron P. Kirk, sen- 
ior vice-president and director of 
its radio and television department, 
effective immediately. 

Elected executive vice-presidents 
were Paul E. Newman, general 
director of the agency’s art depart- 
ment and senior vice-president, and 
C. M. Rohrabaugh, vice-president, 
secretary and director of account 
management. J. W. Millard, vice- 
president and account manager, 
and Newman were elected to the 
executive committee, and Donald 
Gibbs, a board member, was elected 
a vice-president. 

Under the new setup, Rohra- 
baugh becomes chairman of the 
executive committee and will as- 
sume all managerial responsibilities. 
Other members of the executive 
committee are J. J. S. Ellis, Charles 
R. Hook jr., Vincent F. Aiello, and 
William J. Griffin jr. 
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pects and under co-op you were 
always in my local paper.’ 

“This suburban dealer is com- 
pletely sincere, He probably reads 
your paper himself, but he has no 
idea of how many of his prospects 
also read it. He has no idea because 
you haven’t told him. He’s no pro- 
fessional media man. He is just a 
hard working Plymouth dealer, He 
has no way of checking among his 
neighbors to find out who reads 
what paper. 

“You’ve been so busy selling us 
that you’ve almost completely ne- 
glected the man who you’re bene- 
fiting the most.” 

Hagopian said that while he had 
not talked with any other automo- 
bile advertising directors about 
this, from the volume of complaints 
Plymouth has to handle, “I’m sure 
that Plymouth isn’t the only manu- 
facturer with this problem.” He 
said he would venture that if he 
were to take a poll, the advertis- 
ing directors would vote the num- 
ber one promotion job of the big 
metropolitan newspapers is to sell 
their coverage to automobile deal- 
ers in outlying areas. 

Hagopian said he is not asking) 
the reps to do this job for him or 
for Plymouth. “It’s to your own 
best interests to promote your 
paper’s coverage to the outlying 
dealer—and the sooner the better.” 

He said he is being perfectly 
frank in telling the newspaper 
reps that many dealers are pro- 
testing bitterly “our new schedul- 
ing policy of greater emphasis in 
metropolitan newspapers. 

“You've got a job to do on out- 
lying Plymouth dealers, he said. 
“It’s an important job. It’s not 
a job that we are prepared to 
undertake, It’s a job that only 
you can do. 

“You’ve demonstrated that you 
can sell the extent of your cover- 
age. You've sold us, and that’s half 
the battle. Now finish the job,” 
Hagopian implored the reps. 

* > = 


Pontiac TV Purchases Up 


With the recent announcement 
of what it terms the largest tele- | 
vision spot compaign in the history 
of the industry, Pontiac once again 





is going strong for the video me- 
dium. 

Ernest A. Jones, president of 
MacManus, John & Adams, Pon- 
tiac ad agency, said that the rec- 
ord spot schedule resulted from 
extensive research and market- 
ing studies and will be inter- 
woven with three television spec- 
taculars of the calibre of NBC's 
“Annie Get Your Gun,” which 
Pontiac cosponsored. 

Jones said Pontiac is currently 
reaching 82 percent of the televi- 
sion viewers in the U.S. at least 
once each week with its spot sched- 
ule. 

“Pontiac’s TV spots have been 
designed for repetition and contin- 
uous effect on large audiences at 
the lowest possible cost,” Jones 
said. He also pointed out that the 
selective impact, repetition and 
flexibility of spot TV allow it to 
be tailored to any market situation. 

Commenting on the prestige- 
building capacity of spectaculars, 
Jones said, “if there is anything 
remotely resembling a sure thing 
on television, it is a well pub- 
licized TV spectacular such as 
‘Annie Get Your Gun,’ which lends 
itself to maximum buildup and 
merchandising.” 

Pontiac is sponsoring the pro- 
fessional football championship 
game on television Dec. 29, and a 
Victor Borge spectacular in Feb- 
ruary. More programs of equal 
stature will follow, Jones said. 

Jones termed the TV spot- 
spectacular combination “an en- 
tirely new concept in automotive 
advertising.” He said both Pontiac 
executives and dealers have indi- 
cated complete satisfaction with 
the “reputation and repetition” sell- 
ing concept. 


Milner Heads a 


In Spartanburg, S. C. 


SPARTANBURG, S. C. — A. K. 
Milner, vice-president of Ernest 
Burwell, Inc. (Chevrolet), is the 
new president of the Spartanburg 
Automobile and Truck Dealers 
Assn. He succeeds Harold Hunt, 
general manager of Wakefield 
Buick, Inc. 

Other new officers are: John 
Tinsley, president of General Truck 
Sales, Inc., vice-president, and Earl 
Baker, general sales manager of 
R. E. Foil (Cadillac), secretary- 
treasurer. 
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by 


Joseph M. Callahan 


Engineering Editer 





Firestone Test Track Simulates Turnpike Conditions 


“THIS track is our answer 


to the turnpike age in which 


we now live,” Raymond C. Firestone, president of Fire- 
stone Tire & Rubber Co., told me at the opening of the com- 
pany’s test track and proving grounds in Southwestern 


Texas. 


“We believe this 7.7-mile 
track — the world’s largest 


automobile track —is a big 
advancement in tire testing,” Fire- 
stone continued. “It’s not a gym- 
nasium, like some of these tracks, 
but a practical test track that sim- 
ulates actual road and turnpike 
conditions.” 


He said the heavier, more power- 
ful cars now being manufactured 
plus the more prolonged fast driv- 
ing that is done on the turnpikes 
compel the tire companies to test 
and produce tires with more safety 
and greater en- 
durance. 

Firestone said 
he was unable to 
say how much 
money would be 
spent on the new 
facility because 
there has been 
and will be a con- 
tinual building 
program at the 
proving ground 
and he doesn’t 





A 
R. ©, Firestone 
know when it will stop. The 60-man 





technical force moved in last 
Spring. 

Located on a 5,100-acre site 12 
miles frem Fort Steckton, Tex., 
the facility now consists of a 
three-lane, macadam - surfaced 
oval track more than three times 
the length of the Indianapolis 


buildings. 

J. E. Trainer, Firestone’s execu- 
tive vice-president said the track 
is considerably faster than the In- 
dianapolis layout because its large, 
slow turns are almost equivalent to 
a straight stretch. 

Declaring that every aspect of 








the track was engineered with pre- 
cision, Trainer said. ‘Theoretically, 
a 180-degree turn could be made at 
130 miles an hour without touching 
the steering wheel. We have sent 
cars into the approaches and 
around the curves at speeds ex- 
ceeding 100 miles an hour without 
assistance from the driver. 
7 


7 a 
Can Simulate Any Curve 
HE transition stretches and 
finely engineered parabolic 


(banked) curves compensate for 
the change in direction and thrust. 
Tires are subjected to side thrust 
or skidding when they are cornered 
at high speeds. We can simulate 
any curve by varying the speed and 
the car’s position on the parabolic 
curve.” 


Southwestern Texas is becoming 
increasingly popular for tire-com- 
pany proving grounds. Goodyear 
recently announced plans to build 
a two-mile track in the area. Sev- 
eral smaller tire firms also are 
combining to build a proving 
grounds in the vicinity. 

Attracting the tire companies 

Southwestern Texas is the 
hot, dry climate and the nearby 
oil which is used for making 
synthetic rubber. They also are 
attracted by the vast network of 
relatively uncrowded highways 
for moderate-speed testing. 

W. E. Lyons, Firestone’s devel- 
opment chief, said “theyre now 
drilling for oil in the middle of our 


track; if they strike oil, I guess 
we'll be able to build another 
track.” 


Besides the Fort Stockton opera- 
tion, Firestone also tests tires on 
four auto fleets maintained under 
varied conditions (one is in a coal 
mine, for example). The company 
also does extensive laboratory test- 





Exner Speaks at Harvard... 


Styling’s Appeal Analyzed 


CAMBRIDGE, Mass.—Style is a 
major factor in the sale of con- 
sumer products because it is a basic 
part of human nature for people 
to want to sur- 
round themselves 
with beautiful, 
functional goods, 
Virgil M. Exner 
told a Harvard 
University audi- 
ence. 

Exner, Chrysler 
Corp. styling vice- 
president, spoke 
at the fourth of 
the 1957 Tobe lec- 
tures in retail dis- V. M. Exner 
tribution at Harvard’s Graduate 
School of Business Administration. 
He was introduced by L. L. Colbert, 
Chrysler president. 

Exner said the work of industrial 
designers has helped revolutionize 
public tastes. “It profoundly 
changed the demands the average 
citizen made on the industries that 
supply goods so essential to-life in 
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our advanced technological society,” 
he said. 

“It changed the shape of every 
product that pours from the na- 
tion’s industrial plants, and 
changed the basic philosophy of 
management in matters pertain- 
ing te preduct manufacture. 
“Moreover, this revolution has 
contributed immeasurably to the 
graciousness of our way of life. 
This urge to keep raising our sights 
helps to make America what it is 

today.” 

“A big part of this stimulus is 
fashion and style,” Exner con- 
tinued. “The artistic sensitivity and 
skill that have gone into the design 
and manufacture of many products 
around us today have, in my esti- 
mation, contributed greatly to the 
expansion of industry and to the 
economy of America. Style helps 
make for the mass consumption so 
necessary to support mass produc- 
tion.” - 

Exner said the automotive indus- 
try has demonstrated the import- 
ance of design advances, and he 
observed that the automobile has 
become much more than a neces- 
sity—“it has become a very personal 
identification symbol.” 

“As such,” he said, “it assumes 
sociological significance. Since the 
‘status symbol’ tends to be bright- 
est when the automobile is new, 
and since styling is generally 
recognized as a powerful factor 
in creating sales appeal, the in- 
teraction of these forces is ob- 
vious 

“Volume - produced products, like 

the automobile, can take on greater 
beauty and unity of design only as 
fast as technical skills and produc- 
tion techniques make it possible 
to accommodate all the compo- 
nents with the new shape. 

“Merely to accommodate is not 
enough,” he emphasized. “More im- 
portant than fitting everything into 
the new body shell is the necessity 
of creating a better all-around ve- 
hicle, if it is to be competitive in 
today’s market.” 

Turning to Chrysler’s “Forward 
Look” design philosophy, Exner 
said: 

“We started with the premise 
that an object’s design should des- 
cribe its function—that an object’s 
shape should tell you in pleasing 
and graceful form what it is made 
to do. In essence, the really modern 
automobile should convey an eager, 
poised-for-action look. 

“We. were striving to avoid the 
static, bulky, massive package. 
The goal was a graceful look, with 
a built-in feeling of motion. 

“The wedge, or dart, shape cer- 
tainly expresses the function of 
automobiles because it gives direc- 
tion to them. Also, it had the 
fresh, youthful appeal we were 
striving for. In addition, it looked 


‘|to .be a theme which would lend 


itself to endless development and 
varied adaptation.” 


ing of tires and also tests them on 
various race tracks. 
* * * 


Perma Spare Rated High 


N discussing the company’s new 

Perma Spare, a rubber and steel 
disk which is bolted over the de- 
flated tire with the regular wheel 
lugs, James J. Robson, manager of 
tire engineering, said: 

“The Perma Spare is now con- 
sidered safe for 100-150 miles of 
driving at speeds up to 45, but our 
engineers, by exercising caution, 
have driven them over 500 miles 
without failure.” 


He said the Perma Spare has a 
“built-in speed regulator” in that 
it produces a pounding noise 
when it is being driven too fast 
or over surfaces that are too 
rough. People will have to learn 
to use it carefully for long life, 
he said. 

To install the unit, it is neces- 
sary to jack up the car, remove 
three or four lugs, place the Perma 
Spare over the wheel and tire and 
screw the lugs back on. Most lug 
bolts are long enough. The hub 
or wheel cover is not replaced. 

Robson said the Perma Spare 
bears the entire weight of the car 
and that the wheel with the de- 
flated tire could be removed except 
that it’s more convenient to leave 
it on the hub. When lying flat, the 
entire unit is only about 3% inches 
high and can be stored in a small 
area. 

= 
Still in Experimental Stage 

MPHASING that it’s still in the 

experimental stage, he said “it 

doesn’t have all the answers yet, 
but so far it looks real good.” 

What about the car tire of the 
future? 

Private conversations with Fire- 
stone officials revealed that: 

1. The tire companies must do 
a vast amount of research in a 
variety of directions so that 
they'll be ready for almost any- 
thing the auto makers want. In 
other words, the tire companies 
have to anticipate what the pub- 
lic will want in the future and 
how the auto companies will in- 
terpret these wants. 

2. At present, no major auto 
manufacturer is considering a 13- 
inch or smaller wheel for either 
59 or '60 models. 

3. Nylon, when it is improved a 
little and made a little cheaper, 
eventually will replace rayon as the 





basic tire cord, just as rayon re- 
placed cotton. 

4. However, steelcord eventually 
will replace nylon in car tires be- 
cause of the steel’s 1,300 percent 
greater strength. But, steelcord is 
now too “bouncy” and noisy for 
the auto tire. 


Opel Wagon Priced 
At $2,370 in East, 
$2,566 in West 


FLINT.—The Opel Caravan, a 
two-door station wagon which 
Buick dealers will put on display 
this month, will be priced at $2,370 
at Atlantic and Gulf Coast ports of 
entry. The figure includes import 
duty and Federal excise tax. 

The Caravan will be $2,566.71 at 
Pacific Coast ports and $2,444.37 in 
the Midwest. It will be available in 
the Midwest next spring, Buick 
said. 

In each area, the price is $412.50 
more than that of the Opel Rekord 
two-door sedan which went on sale 
in this country last October. 

The German-built wagon is 174 
inches long and 63 inches high. It 
has 34 cubic feet of load space 
when the seats are in use and 65 
cubic feet when the rear seat is 
folded down. The rear door is 
hinged at the top and opens -full 
length. 

Standard equipment includes two- 
tone paint, roof luggage rack, 
heater, clock, cigaret lighter and 
turn signals. 

Buick said that more than 2,900 
of its dealers have been awarded 
selling agreements to handle the 
Caravan and the Rekord. The Opel 
marketing area is being expanded 
this month to include the Jackson- 
ville (Fla.) zone. 


Johnston in New Home 


Johnston Motor Co. (Ford- 
Mercury), Florence, Ore., is starting 
its 20th year in a new building. 





Packard Holds a 
Price Line for 758; 


French Hike OK’d 


DETROIT.—Packard has held 
the line on its 1958 prices despite 
the fact that power brakes ($37.6 
extra last year) have been made 
standard equipment. Automatic 
transmission also is standard 

Packard’s four-door sedan is $3. 
212, including Federal excise tax 
and suggested dealer delivery-and. 
handling charges, and the four-door 
two-seat station wagon is $3,3% 
The figures are the same as those 
posted for the 1957 models. 

The two-door hardtop, a new. 
comer to the line, is $3,262, and 
the new Hawk sports car, a 
announced earlier, is $3,955. The 
Hawk already is on sale, while 
the other models will be introduced 
after the first of the year. 

In Paris, it was reported that the 
French Government had granted 
auto makers permission to boost 
their prices—previously frozen—by 
4 percent. Late last week none of 
the Big Four—Renault, Simca 
Citroen and Peugeot—had an- 
nounced its intention of raising 
prices. 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 
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@ Step Up Sales Volume! 
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IS GUARANTEED! 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8. PRODUCTION ONLY) 











Week Week 
Ended Same Ended Output, 
Dec. 21, Week, Dee. 14, ber 
1967 1956* 1957* To Date 1956* Pater” 

AMERICAN MOTORS 3,600 2,633 3,383 9,906 102,498 109,974 
FRA BOM rvecrccrcscccceccssosess — seosseeeee BE —cescncsvce = sseencnece 6,998 1,345 
WEAGIA .ncccecccccceccccsccsescoccccess  sseesevees ee 17,673 3,561 
Rambler ..........:.:cccecceee 3,600 2,139 3,383 9,906 77,827 105,068 
CHRYSLER CORP. ...... 22,920 27,644 22,960 67,491 851,625 1,215,130 
CRP YONOP on... eeeeescereceseess 2,200 2,647 2,188 6,663 93,133 118,001 
Imperial ...............0. 720 639 729 2,162 11,623 37,814 
WOE .2..000crercrccecseccseccere 1,800 3,564 1,787 5,834 101,649 117,834 
DOO  ..2.000e00cececceceereseee 5,000 6,890 4,991 16,108 200,903 291,763 
Plymoutth 0.0.0.0... 13,200 13,904 13,265 36,724 444,317 649,718 
FORD MOTOR. ............... 38,030 50,387 38,696 113,529 1,636,512 1,852,901 
Continental ............:0066 cece a 1,315 444 
BEGG nn cccercccccccscccceceeesoves a 444 1,544 aesseds 54,013 
WERE .eceececccosececssccvecscsccsere 30,800 41,369 31,822 92,657 1,346,992 1,488,606 
EAMCONR . ...2.000cc.cceccercceeeeee 1,015 1,199 968 2,851 46,767 36,707 
MOPCUPY  .......0.200--c00ec0e00 5,665 7,804 5462 16477 241,438 273,131 
GENERAL MOTORS .. 74,516 71,828 79,318 230,624 3,016,990 2,755,743 
IE ccccsccsssevscssscsecssessece 10,900 14,636 11,420 33,289 525,938 398,978 
CRETTIRE .....0200000000000000000008 3,360 4,290 3,371 10,067 137,821 150,512 
Chevrolet oo.......eescseees. 40,300 35,927 44,920 128,804 1,599,667 1,489,493 
Oldsmobile .................... 10,556 10,870 10,825 31,391 426,215 381,420 
POTD cccececnscvsecssessesssees 9,400 6,105 8,782 27,073 327,349 335,340 
BR” QE > cccrcccssecenccocsees 1,620 2,340 1,136 3,535 94,402 71,907 
UE accccccscssccssssesevces 150 25 157 383 13,302 5,244 
Studebaker .................. 870 2,315 979 3,152 $1,100 66,663 
Total Cars, U. S........... 140,086 154,832 145,493 425,085 5,702,027 6,005,655 


COMMERCIAL CARS 
(U, 8, PRODUCTION ONLY) 











Week Jan. 1 

















Ended Ended Output, To To 
Dec. 21, Wi Dec. 14, December Dec, 22, Dec. 21, 
1957 1956" 1957* ToDate 1956* 1957 
CHEVROLET ................. 7,000 7,669 7,900 23,160 348,329 346,103 
BA 141 4A1 5,035 5,729 
69 46 157 3,518 2,731 
2,193 1,634 4376 90,080 176,485 
I nae catciieepbenbabiall 6,400 4,921 6,164 18,562 296,838 331,006 
cl cacti ce entaaiiiatiniy 1,335 1,901 1,489 4310 90,185 67,765 
INTERNATIONAL ...... 2,524 3,065 2,861 8,180 134,981 119,260 
is siciciestnsnincibhiicibiels 330 414 365 1040 18405 17,252 
STUDEBAKER. ............... 128 316 152 437 14,115 9,274 
I ch cacdincieenditin’ 335 368 357 1,008 20,756 18,389 
i iced 1,420 1,675 1,422 4206 64,145 59,541 
MISCELLANEOUS*** 74 40 73 217 3,345 3,426 
Total Trucks, U. S..... 21,406 22,715 22,604 66,594 1,089,732 1,057,051 
Total Cars, Trucks, 
ee a 161,492 177,547 168,097 491,679 6,791,759 7,062,706 
Total Cars, Trucks, ; 
ai act ine 7,030 12,089 7,061 19,615 464,995 404,652 
Grand Total, 
Cars and Trucks, 


U. S. and Canada....168,522 189,636 175,158 511,294 17,256,754 7,467,358 








“Revised, Misceliancous includes Corbitt, 
Drive, ete. 


Marmon-Herrington, Federal, Four-Wheel- 


N. B.: All U. 8S. totals include cars and trucks for military orders. 


***Autecar, Freightliner, 
included in Mack totals. 


Reo and Sterling are included in White totals; Brockway 





Sims Talks at Cincinnati .. . 


Dealer Giveaway Seen 


(Continued from Page 3) 
and used-car unit absorption,” he, cars with the profits of their parts 


said. 

The service absorption theory and 
the fixed-net-loss theory, he said, 
Were conceived with the sole pur- 
Pose of encouraging the dealer to 
sell'a large number of cars at little 
or no profit or at a loss. 

Sims then asked the group if 
they could imagine any automobile 
Manufacturer applying the profits 
of his parts sales against the cost 
of making new cars, so he could 
Sell new units cheaper. 

He said: “Imagine General 
Motors applying the profits of 
their aircraft division, their diesel 
locomotive division and all other 
non-related profits against the 
cost of making automobiles, so 
they can sell their cars cheaper. 

“Imagine Ford Motor Co. subsi- 
dizing the cost of manufacturing 





L-M Dealer Honored 
SANTA BARBARA, Calif.—James 
Van Etta, Lincoln-Mercury dealer, 
has been elected president of the 


sales, the profits from their farm 
implement business and the profits 
from their Army and Navy con- 
tracts. 


“These conditions would be hard 
to imagine ... yet that’s exactly 
what these manufacturers are ask- 
ing their dealers to do.” 


Sims then emphasized that it’s 
about time that automobile dealers 
took a good look at business. 

“If we’re going to be a success 
in this business we must first 
realize that the business of business 
is profit,” he said. “It’s not registra- 
= glory, prestige or anything 


“You know what I think should 
be done—starting immediately, we 
should get those new-car invoices 
out, then figure up our total ex- 
penses, selling, operating and all 
others, per new car sold, and then 
we should add $300 to $600 to each 
of these invoices in order to get 
out total cost on each unit. 

“Then, we should resolve that 
from here on out we are going to 


Santa Barbara Fiesta. He succeeds| sell those cars at a profit or they 


Lloyd Monk. 


are going to sit unti] doom’s day.” 


Mark Certain Despite Yule. . . 





57 to Rank Third 


os «In Car Production 


(Continued from Page 1) 


eral Motors division jumped into 
an estimated 887-unit lead—1,489,- 
493 units by Chevrolet to 1,488,606 
by Ford. 


On an industry-wide basis, 
American Motors, up from 3,383 
to 3,600 assemblies, was the only 
manufacturer to show an output 
increase last week. GM was off 
from 79,318 units a week earlier 
to an estimated 74,516 last week; 
Ford Motor declined from 38,696 
to 38,030 units; Chrysler Corp. 
was off from 22,960 to 22,920 
assemblies, and Studebaker- 
Packard skidded from 1,136 to 
1,020 units. 


The 140,086 cars assembled last 
week represented 113.5 percent of 
Automotive News’ three-year index, 
as compared with the 117.8 percent 
compiled on the previous week’s 
operations. Last week’s output also 
was 14,746 units below the same 
week a year ago when the makers 
rolled 154,832 cars from the lines. 


A 4,620-unit decline in Chevrolet 
output plus slight declines at Buick 
and Oldsmobile were the big factors 
in dropping GM output below the 
previous week’s level. 


HEVROLET turned out an esti- 

mated 40,300 cars last week 
after having recorded a new high 
in weekly assemblies the previous 
week with an output of 44,920 
units. The new record erased the 
former high of 44,795 assemblies 
set during the week ended Nov. 23. 


assembly operations 
days the previous week. 

In other GM operations, Buick 
skidded off from 11,420 assemblies 
a week earlier to an estimated 10,- 
900 last week; Oldsmobile declined 
from 10,825 to 10,556 units; Cadillac 
was down from 3,371 to 3,360 as- 
semblies, and Pontiac climbed 
from 8,782 to 9,400 units. 

Ford division’s 1,022-unit decline 
from the previous week was the 
chief cause for Ford Motor’s output 
drop last week. 

> a > 


RD division, with only its 
Kansas City plant working six 
days, turned out an estimated 30,- 
800 cars last week, compared with 
31,822 units a week earlier, while 
all other Ford Motor units recorded 
production gains—Mercury up from 
5,462 to 5.665 assemblies; Lincoln 
up from 968 to 1,015 units, and 
Edsel up from 444 to 550 cars. 
Chrysler Corp. showed the 
smallest decline of any manufac- 
turer with only Plymouth and 
Imperial failing to top the pre- 
vious week’s output totals. 
Plymouth was off from 13,265 


assemblies a week earlier to an| | 


estimated 13,200 last week and 
Imperial was down from 729 to 720 
units. 

In other corporation operations, 
Chrysler division (excluding Im- 
perial) was up from 2,188 to 2,220 
assemblies; DeSoto climbed from 
1,787 to 1,800, and Dodge was up 
from 4,991 to 5,000 units. 

7 +. = 


AMC hit its highest weekly out- 
turn of cars last week since the 
week ended March 16, 1956, as it 
rolled an estimated 3,600 Ramblers 
off its Kenosha (Wis.) assembly 


Houston Heads 
Knoxville Dealers 


KNOXVILLE, Tenn.— Max 
Houston, president of Lakeland 
Motors, has been elected president 
of Knoxville Automotive Trades 
Assn. 

Other officers are Parvin Ledford, 
vice-president, and J. W. Baker, 
reelected secretary-treasurer. Earl 
Frazier will serve as director. 


lines. The previous week saw AMC 
turn out 3,383 cars. 

Studebaker- Packard Corp. 
working only four days due to a 
supplier shortage on some Pack- 
ard parts, turned out an esti- 
mated 1,020 cars last week, com- 
pared with 1,136 units a week 
earlier. 

A breakdown of S-P operations 
showed Studebaker with 870 as- 
semblies last week, compared with 
979 the previous week, and Packard 
with 150 assemblies last week, 
compared with 157 a week earlier. 

Truck output declined from 22,604 
assemblies: a week earlier to an 





Plymouth Starts Work 
On Plant Near St. Louis 


ST. LOUIS—Work started last 
week on Plymouth’s $50 million 
auto assembly plant in south St. 
Louis County, 20 miles south- 
west of here. 

Grading of the site is oa 
to continue the remainder 
month. A construction Soua 
said pouring of concrete for foot- 
ings is slated early in January, 
with steel erection due to start 
in March. 





estimated 21,406 units last week as 
Chevrolet, Dodge, GMC, Interna- 
tional, Studebaker and White all 
skidded below the previous week’s 
performance. Diamond T, Divco, 
Ford and Mack all recorded gains 
during the week, while Willys and 
the miscellaneous group both re- 
mained on par with their opera- 
tions of a week earlier. 

Across the border, Canadian car 
and truck operations produced an 
estimated 7,030 vehicles last week, 
as compared with 7,061 units the 
previous week and 12,089 during 
the same week a year ago. Chrys- 
ler Corp. of Canada worked only 
Friday last week, while all other 
makers continued on five-day 


schedules. 
a * * 


Ford Denies Plans to End 
Buffalo Operations 

BUFFALO.— Ford Division has 
issued a formal denial of rumors 
the Buffalo assembly plant was go- 
ing to be shut down and its opera- 
tions transferred to a new plant 
now being built at Lorain, O. 

A Ford spokesman said “Con- 
trary to recent reports, no decision 
has been made to close the Buffalo 
assembly plant. In all cases of 
plant decisions affecting employes, 
the Ford division has informed 
them well in advance of its plans. 
If there is a change in plans affect- 
ing Buffalo assembly plant work- 
ers, they will be promptly informed 
by Ford division management.” 

Rumors about the plant have 
been circulated for several years. 
They were largely based on the fact 
the Buffalo plant is one of the old- 
est assembly plants still operated 
by the company. The Lorain plant 
is expected to open next April. 





‘Buy-at-Home’ Theme Gets 
Emphasis in Dealer Ads 


(Continued from Page 3) 


receive. Roger Dean Chevrolet, 
Charleston, W. Va., offered $50 
worth of toys with each new car 
or truck, and Murdoch Chevrolet. 
Pittsburgh, gave two snow tires and 
two extra wheels to new-car buyers. 

Radios and heaters went for 


offered to new-car buyers ‘= 
Frizzell Pontiac, Inc., Houston. 

Ryan Ford, Hattiesburg, Miss., 
said it had 50 Shetland ponies for 
new-car buyers. In another full- 
page ad, Ryan informed readers: 
“In South Mississippi homes this 
year, a new Ford out front means 
a Merry Christmas inside.” 

> o > 
A “CHRISTMAS Trading Spree” 
was in progress at Hansford’s 

(Pontiac), Minneapolis, and Red 
Bankston Ford, Garland, Tex., of- 
fered $300 cash to purchasers of 
"58 models. 

In Miami, Sheehan Buick used 





Master Salesman— 


Five years ago, Fern Weeavill, left, 
started as a bookkeeper at Hil Probert 
Motors (DeSoto-Plymouth), Larkspur, Calif. 
Today, she's on the top DeSoto “sales- 
men" in the country—as the only woman 
to win membership in DeSoto|s exclusive 
“Master Solesman's Club" and one of the 
few women actively selling -ovtomobiles 
at retail. Miss Weavill receives her club 
plaque from Hil Probert, 


sales messages in four languages to 
advertise '57 “executive and brass- 
hat” units. The full-page ad was 
headlined, “Santa Sheehan has the 
car for you.” 


Tex.; Baker Motors 
(Pontiac), Corpus Christi, Tex., 
and Frank Gillman Pontiac, 
Houston. Gillman also declared: 
“No monthly payments ‘til March 
1” 


In St. Louis, North Side Com- 
munity Ford and Andy Burger 
Motors, Inc. (Ford), are advertising 
semimonthly payments. They tagged 
a Custom 300 two-door at $2488 
semimonthly for 36 months, includ- 
ing finance charges but not includ- 


ing insurance. 
On THE iis front, Kenny Ross 
Chevrolet, Pittsburgh, brought 
a notary public into the act. A 
notary’s seal appeared over prices 
that started at $1,995 for Delrays, 
$2,138 for Biscaynes and $2,362 for 
Bel Air hardtops. 

A '58 Ford Custom 300 two-door 
with heater was advertised at 
nan by Norwood Auto Sales in 

the Cincinnati 


Wayne Thompson, Inc. (Dodge- 
Plymouth), Asheville, N. C., didn’t 
quote a figure, but spoke of a “10 
percent discount” during a “White 
Christmas Sale.” In Pascago 
Miss., Weaver Motor Co. said it was 
going to sell 20 Edsels “at cost.” 


Cleveland Dealers 
Tap Bleushild 


CLEVELAND. — David L. Blau- 
shild, Chrysler-Plymouth dealer in 
Shaker Heights, has been nomin- 
ated for president of the Cleveland 
Automobile Dealers Assn. for 1958. 


Other dealers nominated are: 
William M. LaRiche (Ford), first 
vice - president; Joseph A. Dever 
(foreign cars), second vice- 
president, and Charles Fuller (Olds- 
mobile), treasurer. 


Nominated for executive vice- 
president and secretary was R. 
Earl Burrows. Choice of Dever 
marked the first time the associa- 
tion had nominated a foreign-car 
dealer for office. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


New Orleans 

With a shortage of ‘58 models 
during the introduction period, 
new-car sales in New Orleans dur- 
ing November dropped to 2,029 
from the 2,191 registered in Oc- 
tober. 

New-truck sales for November 
amounted to 250, compared with 302 
in the previous month. 

Sales of new cars by makes 
were: Chevrolet, 614; Ford, 604; 
Pontiac, 143; Plymouth, 121; 


Obituaries 


Lewis E. Springer, 70, 
Dealer for Half-Century 


AUBURN, N. Y.—Lewis E. 
Springer, 70, former president of 
Lewis E. Springer, Inc. (Cadillac- 
Oldsmobile), died Dec. 13 in a 
Miami hospital. He had lived in 
Hollywood, Fila., since 1953. 

Mr. Springer entered the auto 
business in 1907 as a dealer for the 
Mitchell and other makes. He be- 
came a Cadillac dealer in 1914 and 
was one of the oldest dealers in 
the U.S. Nege 

> 


Frank H. Clemson 

STATE COLLEGE, Pa.—Frank H. Clem- 
gon, head of Clemson Motor Co, (Chrysler) 
fn State College, died Dec. 4. He was a 
director of the Pennsylvania Automotive 
Assn., former president of the Centre 
County Automobile Dealers Assn., and 
NADA Chrysler line-make chairman for 
Pennsy!vania. 

* * 


e 
Courtney G. Elliott 
SAN DIEGO, Calif.—Courtney G. Elliott, 

67, service director of Balboa Oldsmobile 
for 14 years, died Nov. 29 of a heart 
attack. Mr. Elliott had been a service man- 
ager for Oldsmobile dealers exclusively for 
46 years and was considered the dean of 
Oldsmobile service managers on the West 
Coast. 

* * * 


John Haberfelde 
DELANO, Calif.—John Haberfelde, 82, 
an early Kern County automobile dealer, 
died Dec. 11. He had served several terms 
as a member of the City Council, 
- *. * 


Ralph G. Vagnier 
SEBRING, Fla.—Ralph G. Vagnier, who 
formerly operated Lewis Motor Sales, Inc., 
Logan, O., died here Dec, 9. Mr. Vagnier, 
58, also had been in the auto parts business 
in Logan. 
. * * 


A. C. Taylor Smith 
THOMSON, Ga.—A. C. Taylor Smith, 49, 


owner of A. C. Smith Buick Co. (Buick- 
Rambler), died at McDuffie County Hos- 
pital Dec. 15. 
* 7 * 
Edward 


Palmer Stensgaard 

FARGO, N. D.—Edward Aailgaard, presi- 
dent of Valley Lincoln-Mercury here. and 
Palmer Stensgaard, sales manager of the 
company, were killed in an auto accident 
while returning from a business trip to 
Grand Forks, N. D. 

* * - 
Martin Luther Yeager 

MISHAWAKA, Ind.—Martin Luther Yea- 

ger, 58, vice-president of Grady Motor Co. 


(Buick) for 10 years, died Dec. 11. 
* . - 


Thomas Z. Fagan 

SIDNEY, N. Y.—Thomas Z. Fagan, 67. 
director of sales, service and advertising for 
Scintilia division, Bendix Aviation Corp., 
died Dec. 6. He joined Scintilla in 1922 in 
New York and was a member of the group 
that established the division in Sidney in 
1925. A friend of many aviation leaders, he 
checked the magnetos on Charlies A. Lind- 
bergh’s ‘‘The Spirit of St. Louis’’ before 
cama New York-to-Paris flight in 


Edmond S. Bauer 
EAST ORANGE, N.J.—Edmond 8. 
Bauer, vice-president and treasurer of 
Bauer & Kieran, Inc. (Dodge), died Dec. 
9 in Clara Maass Memoria! Hospital, New- 
ark, N. J., after a brief iliness. He was 63. 
* * * 


Felix G. Smart 
PINE BLUFF, Ark.—Felix G. Smart, 
59, president of F. G. Smart Chevrolet Co., 
Pine Bluff, and a pioneer in Arkansas 
aviation, died unexpectedly Dec. 17 in his 
home. The automobile sales firm was 
founded by his late father in the World 
War I period. Mr. Smart was a charter 
member and past president of the Arkan- 
sas Automobile Déalers Assn. 
$s 6? * 
A. Lantz 
LAKEWOOD, O.—Harry A. Lantz, 75, 
sales manager for Gabriel Co., died Dec. 6 
in a hospital here. During World War II, 
he was an Army Ordnance adviser on shock 
absorbers for tanks and other heavy equip- 
ment at Chrysler Corp. 
* . 


* 
Arnon N. Benson 

CHICAGO. — Arnon N. Benson, 63, a 
former executive of NADA and an execu- 
tive of Trans-Continental Clearing House, 
died here Dec. 15. 

* * * 
Harry Gilbert Bolton 

DECATUR, Ill.—Harry Gilbert Bolton, 
52, chief engineer for Marvel-Schebler 
Products division of Borg-Warner Corp., 
died Dec. 13. Mr. Bolton had been associ- 
ated with Borg-Warner since 1928 and 
came here seven years ago from Flint. 


Oldsmobile, 85; Buick, 85; Mer- 
cury, 54; Volkswagen, 40; Cadillac, 
39; Chrysler, 32; Dodge, 30; Edsel, 
16; Rambler, 16; Imperial, 16; 
Renault, 15; DeSoto, 13; Stude- 
baker, 9; Lincoln, 9; Mercedes- 
Benz, 3; Continental, 2; Nash, 1; 
Morris, 1, and Isetta, 1. 
New-truck sales by makes were: 
Ford, 91; Chevrolet, 90; Interna- 
tional, 38; Mack, 8; GMC, 7; Dia- 
mond T, 7; Reo, 3; Volkswagen, 2; 
Dodge, 2; Studebaker, 1, and 
Willys, 1—(Gordon Hebert.) 


+ * * 


Minneapolis 
Registration of new cars in 
Hennepin County (Minneapolis) set 
a record for November, according 
to Finance and Commerce, Minnea- 
polis business newspaper. 
Registrations totalled 2,837, a gain 
of about 10 percent over the same 
month a year ago. November was 
also the third month in a row in 
which registrations were substan- 
tially higher than a year ago. 
October registrations were 2,590. 
November registrations by 
makes were: Chevrolet, 811; Ford, 
807; Plymouth, 243; Buick, 167; 
Oldsmobile, 155; Pontiac, 119; 
Mercury, 113; Dodge, 103; Chrys- 
ler, 55; Cadillac, 54; Rambler, 54; 


Truckers Seek 
$1,370,098 After 
Rail-Suit Victory 


PHILADELPHIA.—The Pennsyl- 
vania Motor Truck Assn. has gone 


to court seeking $1,370,098 damages | 


from 24 railroads and a New York 
public relations firm. 

In climaxing a two-year court 
battle, District Judge Thomas J. 
Clary had ruled last Oct. 10 in 
favor of the truckers. They had 
accused the Eastern roads and 
Carl Byoir & Associates, Inc., of 
plotting a campaign to put the 
truckers out of business and had 
sought $250 million treble dam- 
ages. 

Clary, however, had told the 
truckers that damages would be 
based on loss resulting from ex- 
penditures required because of the 
railroads’ campaign. 

The truckers set that figure at 
$1,370,098. Clary, however, said 
immediately that at least $68,287 
would not be allowed. 


Dealer Council 
Meets at Olds 


LANSING. — Twenty-eight Olds- 
mobile dealers from 23 states at- 
tended the meeting of the 20th 
Oldsmobile Dealer Council here 
last week. Discussion topics in- 
cluded sales, used cars, business 
management, car distribution, cus- 
tomer relations and sales promo- 
tion and advertising. 

“Through these dealer council 
meetings,” said Jack F. Wolfram, 
Oldsmobile general manager, “we 
are able to obtain points of view 
from dealers in all parts of the 
nation and to chart our future 
activities with the benefit of their 
contributions.” 

Participating were V. H. Suther- 
len, Oldsmobile general sales man- 
ager; H. N. Metzel, chief engineer; 
R. T. Rollis, general manufacturing 
manager; W. O. Lampe, executive 
assistant to the general manager 
in charge of dealer relations; E. 
W. Schuon, comptroller, and J. J. 
Dobbs, executive assistant to the 
general sales manager. 


Reo Appoints 
Kling and Giles 


LANSING. — Reo has appointed 
Walter W. Kling as manager of its 
Philadelphia district sales office and 
William T. Giles as district sales 
manager in Cincinnati, 

Kling, who has been with Reo 
for 12 years, was most recently sales 
manager in the Philadelphia area. 

Giles has been with Reo since 
1953. Prior to that, he was an Olds- 
mobile dealer in Ohio. 








Studebaker, 40; DeSoto, 28; Edsel, 
22; Lincoln, 17; Volkswagen, 12; 
Nash, 3; Packard, 3; Hudson, 2, 
and miscellaneous, 29. 
Registrations of new trucks 
totalled 158 in November, compared 
with 206 in the previous month. By 
makes, they were: Ford, 65; Chev- 
rolet, 41; International, 29; Mack, 
6; Willys, 6; Dodge, 4; White, 2; 


GMC, 1; Reo, 1; Studebaker, 1; 
Volkswagen, 1, and miscellaneous, 
1.—(Donald M. Lyons.) 
+ = = 
Indianapolis 


A total of 1,826 new cars were 
registered in Marion County 
(Indianapolis) during November, 
compared with 2,493 in October. 

New-truck registrations also de- 
clined, from 258 in October to 140 
in November. 

By make, new-car registrations 
were: Chevrolet, 403; Ford, 399 
(in October, Ford led Chevrolet, 
551 to 453); Plymouth, 214; Buick, 
174; Oldsmobile, 131; Pontiac, 95; 
Dodge, 68; Mercury, 53; Chrysler, 
46; Edsel, 37; Cadillac, 32; Ram- 
bler, 27; Imperial, 20; Volkswagen, 
20; DeSoto, 18; Studebaker, 16; 
Lincoln, 15; English Ford, 12; 
Volvo, 8; MG, 6; Porsche, 5; Hill- 
man, 4; Nash, 4; Renault, 3; 
SAAB, 2; Triumph, 2; Willys, 1, 
and miscellaneous, 11. 

Truck registrations were: Inter- 
national, 40; Chevrolet, 38; Ford, 
33; Dodge, 9; GMC, 4; Autocar, 3; 
Reo, 3; White, 3; Willys, 3; Divco, 
2; Studebaker, 1, and Volkswagen, 
1.—(C. L. Kern.) 


> : > 
Washington, D. C. 

New-car registrations in the Na- 
tional Capital during November 
amounted to 1,466, compared with 
1,630 in the previous month. The 
November count was the lowest for 
any month thus far in 1957. 

November new-truck registra- 
tions also sank to the year’s low 
with a count of 143, compared with 
212 in October. 

By make, new-car registrations 
were: Chevrolet, 364; Ford, 311; 
Plymouth, 161; Oldsmobile, 89; 
Pontiac, 87; Buick, 72; Dodge, 61; 
Cadillac, 48; Mercury, 48; Chrys- 
ler, 32; DeSoto, 32; Lincoln, 15; 
Rambler, 10; Edsel, 7; Imperial, 
7; Nash, 5; Studebaker, 5; Metro- 
politan, 4, and miscellaneous, 108. 

New-truck registrations were: 
Chevrolet and Ford, tied at 42 
each; International, 26; GMC, 16; 
Dodge, 3; Mack, 2; White, 2; Willys, 
1, and miscellaneous, 9.—(William 


Uliman.) 
. > > 


Columbus, O. 

November new-car registrations 
in Franklin County (Columbus’, O., 
totalled 1,747, compared with 2,010 
in October. 

Tax-paid used-car transactions 
amounted to 4,581 in November and 
5,292 in the previous month. 

By makes, November registra- 
tions were: Chevrolet, 479; Ford, 
453 (in October, Ford led Chevro- 
let, 508 to 455); Plymouth, 156; 
Ford, 152; Dodge, 97; Pontiac, 96; 
Buick, 77; Mercury, 51; DeSoto, 
37; Edsel, 32; Cadillac, 23; Chrys- 
ler, 21; Volkswagen, 15; Rambler, 
11; Studebaker, 9; Checker, 5; 
Imperial, 4; Lincoln, 4; Simca, 4; 
MG, 3; Metropolitan, 3; Morris, 
3; Triumph, 3; Isetta, 2; Lloyd, 2; 
Alfa Romeo, 1; English Ford, 1; 
Hillman, 1; Jaguar, 1, and Ren- 
ault, 1. 

The month’s new-truck registra- 
tions were 169, compared with 178 
in the previous month. A total of 
245 used-truck transactions were 
reported in November, compared 
with 356 in October. 

New-truck registrations in No- 
vember by makes were: Ford, 46; 
Chevrolet, 42; International, 29; 
Dodge, 24; GMC, 10; Mack, 5; Reo, 
5; Divco, 3; White, 2; Willys, 2, 
and Volkswagen, 1.—(Bert Strang.) 

+ * x 


Buffalo 
New-car sales in Buffalo and 
Erie County in the first nine 
months this year ran 6.7 percent 
ahead of the corresponding period 
in 1956, the Buffalo Automobile 

Dealers Assn. reported. 
The gain in Buffalo-area sales 
came in the face of a decline na- 








tionally of less than 1 percent dur- 
ing the same period. Many Buffalo 
automobile men attribute the fa- 
vorable showing to the diversity 
of Buffalo industry and continued 
high purchasing power. 

Sales for the latest nine month 
period in the county totalled 37,- 
402 and compare with 35,022 in 
the comparable 1956 period and 
41,683 in the first nine months of 
1955, the largest in history. 

Sales of new commercial vehicles 
in Erie County in the first nine 
months this year totalled 2,851 com- 
pared with 1,692 in the correspond- 
ing period of 1956.— (George E. 
Toles.) 


* + * 
Hillsboro, Ore. 

Dealers in Hillsboro, Ore., say 
both October and November sales 
were at least 50 percent below the 
same months of last year. 

Numerous adverse conditions af- 
fected their market — increasing 
“tight” money; closing of numerous 
sawmills permanently in the area, 
and scant major crops during the 
bulk of the year. 

Consensus is that it will take 
much more merchandising strategy 
to keep anywhere near the black 
during the winter months. Credit 
of both city and farm dwellers is 
being checked and double-checked. 
—(F, K. Haskell.) 
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WANT AD DEPT., AUTOMOT 


DETROIT 


SALESMEN—FIVE AUTOMOTIVE SALES- 
MEN needed by leading jobbers and dis- 
tributors to call on new-car dealers in 
Kentucky, Tennessee, North and South 
Carolina and Georgia. Thousands of parts 
and accessories to sell from easy-to-use 
catalog. Established accounts. Protected 
territory, We prepay freight. We are in- 
terested in a man for each state, who is 
looking for a permanent association with 
high earnings. This is not a nut and bolt 
deal. Guaranteed car expenses, salary and 
liberal commissions and bonuses. Experi- 
ence necessary. Send full particulars to 
qualify for personal interview. Box 7712, 
c/o Automotive News, Detroit 26. 





NEW YORK EXPORT FIRM seeking per- 
son thoroughly acquainted with auto part 
business to manage parts department. 
Salary or profit sharing arrangement. Box 
7728, c/o Automotive News, Detroit 26. 





DAILY RENTAL MANAGER 


Must be capable of managing large car and 
truck daily rental in lar metropolitan area. 
Salary commensurate with ability. Excellent 
opportunity for advancement. 


Box 7766, c/o Automotive News, Detroit 26. 





SALES MANAGER—Large West Texas 
volume Chevrolet dealer, located fast 
growing single dealer city, 150,000 popu- 
lation. Must be aggressive and capable 
of directing and training sales force to 
produce results. Excellent opportunity on 
permanent basis. Good salary with per- 
centage net profit of business, Write Box 
7751, c/o Automotive News, Detroit 26. 


AUTOMOTIVE ACCOUNTANT — Female 
preferred. Must have had considerable 
automotive accounting experience, GM 
preferred. To take full charge of book- 
keeping, including financial statement 
and tax reports. Burroughs Sensimatic 
accounting equipment in use, experience 
with such preferred, Must have super- 
visory ability, general office knowledge 
including correspondence, credit work, 
ete. This is a very interesting permanent 
position for the right party. Call or con- 
tact Bob Beck for an interview. Bob Beck 
Chevrolet, Broadway at 22nd 8t., Lorain, 
Ohio, Tel. Cherry 5-6912. 
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DO YOU NEED AN ASSISTANT in over- 
all management-sales management-crew/ 
fleet selling? Young ex-volume dealer 
‘“‘Big Three,’’ 25 years’ experience, finan- 
cially able to retire but prefers to work 
and live in either San Francisco area, 
Florida or Phoenix, Arizona, for reasons 
of future retirement desires suitable con- 
nection. Also experienced in handling 
imports—economy and sports cars. Avail- 
able for interview during N.A.D.A,. con- 
vention, Miami or sooner at your place. 
Wire—Write Box 7713, c/o Automotive 
News, Detroit 26. 


TWENTY-TWO CENTS 


signed with full mame and address at regulor 
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Big Jobbing Firm 
To Close Jan. 1 


MEMPHIS.—Ozburn, Crow ¢ 
Yantis Co., wholesale redistributor 
of automotive equipment since 1 
will discontinue business as of Jap 
1, officials of the firm announced 

One of the largest jobbing Soups 
in the nation, the firm supplig 
dealers in Tennessee, Arka 
Alabama, Kentucky, Louisian 
Mississippi, Missouri, Oklahoma ang 
Texas. 

Ozburn-Abston & Co., Memphis. 
The Automotive, Inc., Fort Smith, 
Ark., and Crow-Burlingame (po, 
Little Rock, Ark., will continue ty 
serve these areas as wholesalers jp 
the automotive replacement field, it 
was announced. 

Parts, Inc, Memphis; Part 
Warehouse, Inc., Little Rock, anj 
Motive Parts Warehouse, Inc., For 
Smith, have been formed and wij 
engage solely in the warehouse dis. 
tribution business, warehousing anj 
serving only jobbers in these thre 
trading areas, it was reported. 


Edsel Dealership Adds S-P 


Morrow-Cahoon Motors, Yakima, 
Wash., has been reappointed a 
Studebaker-Packard dealership, 
The firm continues as an Edsd 
outlet. 
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POSITION WANTED 


SALES OR GENERAL MANAGER—eigh 
years retail sales with G. M. dealer. Ag 
31, married and hard worker. Can hand 
all phases. Mid-West only. Write Ba 
7752, c/o Automotive News, Detroit % 


GENERAL MANAGER—Proven record a 
ability to produce good profits with multi- 
million dollar volume operation. Forty- 
five years of age, married, and with ove 
twenty years of top level experience as 
operator. Can show ample proof af e- 
cellent promotional ability, and a high 
degree of managerial skill in planning, 
organizing and personnel relations. Pre 
fer dealership where owner plans to par 
tially or fully retire and offers an oppor 
tunity for an investment either now @ 
eventually. Location and remuneratioa 
are secondary to the opportunity offered 
Will arrange for an interview at you 
dealership or at the N.A.D.A. conventioa 
in Miami. Box 7753, c/o Automotiv 
News, Detroit 26. 


WHOLESALE POSITION WANTED —A 
mature, good career automobile man un- 
der 40, qualified by five years retail and 
four years wholesale background. Pres 
ently employed as general manager of 
retail operation. Understand all phases 
and problems of factory field work 
today’s competitive market. Well versed 
in business management. Write Box 77%, 
c/o Automotive News, Detroit 26. 


BUSINESS MANAGE R-OFFICE MAN- 
AGER—Ten years’ experience Ford and 
General Motors. Best references avail- 
able. Have been handling 200 new vehi- 
cles, and $40,000 parts and $20,000 labor, 
with minimum of employes. Desire 
locate in Atlanta or vicinity, Write Box 
7755, c/o Automotive News, Detroit 26. 


IMPORTED CAR-MANAGER past seven 
years highly profitable southern Califor- 
nia, volume foreign car agency—tota! of 
twenty years’ experience — fluent every 
phase of operation, will take over man 
agement of existing agency or supervise 
formation of new deal—Also consider 
wholesale representation. Excellent refet- 
ences. Box 7704, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER—FORD desires to 
make a change after first of year. Pres 
ent dealership selling over 40 new units 
per month, Would like to locate southeast 
or southwest. Ford factory approval, also 
performance record. Am not interested 
in filing applications. Will submit to in 
terview anytime. Income for 1957 over 
$10,000 gross. Reply Box 7731, c/o Auto 
motive News, Detroit 26. 

USED CAR MANAGER — Experienced all 
phases buying, reconditioning, merchan- 
dising—With record of results, not ex- 
cuses! Under 35; prefer west or south. 
Can invest. Box 7699, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING PONTIAC 
available. Southern city of 30,000. Box 
7736, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING BUICK— 
Southeast Iowa—Established 18 years. 
Write M. Spiwak, 128 N. Washington, 
Ottumwa, Iowa. 

DEALERSHIP HANDLING OLDSMOBILE 
located in northern Indiana, Best new 
and used-car location in city for 30 years. 
Grossing million dollars per year. Will 
give long lease on buildings. Box 7738, 
c/o Automotive News, Detroit 26. 


W ANTE D— ACTIVE, EXPERIENCED 
PARTNER large well established im- 
ported car dealership southern New Eng- 
land. Principals only, Box 7739, c/o Auto- 
motive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


———————ee 
’ DTARGE DEALERSHIP HANDLING FORD 


in midwest—Has earned over $500,000 
profit before taxes past five years on 
5,000 new units, City has 180,000 popula- 
tion, thriving, diversified industrial and 
one of the best agricultural sections, One 





DEALERSHIPS AVAILABLE 


eg 
AUTO AGENCY HANDLING BUICK, 
trading area approximately 50,000, town 
of 25,000 located middle Tennessee. 200 
car potential—no used cars or accounts 
receivable. Large building and black 
topped used-car lot, A deal of a lifetime, 





DEALER SERVICES 


"90 Compensation 
Plans!" 























Ow ly two Ford dealers in city. Retiring . Yes, over 9 different compensation 
‘bute due to. age and health. Please give your| $15,000 will handle, Dealer a on neem plans applying to department managers 
to Box terests. Immediate possession w: ah le. Th how: (1) ae 
I | pet Werte and Seek sec = roval. P. O. Box 364, Columbia, Tenn. and key people. They show: (' 
; ry 7740, ¢/o Automotive News, Detroit 26. ang FORE ay (2) Incentive compensation 3) 
yD BALSA good - | DEALERSHIP NOW HANDLING esponsibilities mployee benefits. 
unced pon se N Bg eee ects available, New England, 100-150 units. All taken from active operating dealers 
©rol dling Buick in 7 i a $25,000, No All inventories current. New modern all over the country. No dealer can 
ne sone. Furs ae as buy. Lease on building. In fast growing suburban -area. afford to be without them, 
plied cutlding. can. be transferred. New-car| All replies = be omnes = iran “os All for just $17.95 
ansag . “ Other interests force sale, Box ; : 
. otential, 150 cars. Been in business - * 
iSiana any years, never changed hands, Box| Automotive News, Detroit 26. (5% discount aa accompanies 
18 and 7742, c/o Automotive News, Detroit 26. DEALERSHIP HANDLING PLEMOUTE, tute H Ente : 
? Dodge, Chrysler, Imperial—in fast grow- n rises 
ALERSHIP — HANDLING. CADILLAC, * ’ utomotive 
nphis; Ptpontiae, GMC. Shop and parts equipment, | ins West go 000. um’ bondi. i ret, Jeikins P Mich. 
Senten’ furniture and fixtures, parts, accessories,| location. re Siewe, aeees on ’ Bidg. Birmingham, 
Smith, oil, paint inventories, new sign with all|_¢/o Automotive News, : 
> Co, ae ie a yo Aes | DEALERSHIP IN LOS ANGELES now 
1ue ty car sign, wrecker. handling DeSoto-Plymouth, same io 
) used-car lot on federal highway. $32,000| over 20 years, 800 new car potential. 
ers in —Owner deceased. Contact Grob Motor Service operation exceptionally good, Buy MILITARY BUSINESS 
eld, it Company, Carbondale, Ill. only parts, equipment, curatiore, and — Got Your Share? — 
¥ | fixtures on fair appraisal. ave good ane will wan : 
P. oss te calito cas cnnneniiy mene _ lease with excellent facilities, Box 7759, “oo nee 3 cs t 
arty eS a c/o Automotive News, Detroit 26. inance for ° months. 
, and Angeles. Approximately $24,000 will han- | _©’) “= ___ Register and Title car out of state. 
F die. Box 7716, c/o Automotive News,|ptwatL DEALERSHIP — ONE of “Big , . . 
4 ort Detroit 26. Three.”’ Located in fast growing indus- Take car overseas without refinancing. 
will trial area in Eastern New York state. Get low, money saving, financing rates. 
se dis. DEALERSHIP AVAILABLE handling} Potential 300 per year. Business well Toke i ’ diene deli 
Chevrolet-Oldsmobile. New building and| ctablished and with excellent facilities. che immediate Convery. ‘ 
ig and all modern equipment. Applicant must be | Buildings for sale or lease, Owner de- We specialize in such transactions on a sim- 
three approved by er coo = is * ~— sires to retire and will sell or liquidate plified, no trouble, without recourse basis. 
maker and mus seen to be; * 
. appreciated, Box 7695, c/o Automotive; new and used cars. — 7763, c/o Auto- Phony | x a ae 
News, Detroit 26. | motive News, DIOR : be = | one Sido — a e 
S-P DEALERSHIP HANDLING BUICK— | DEALERSHIP WANTED 2020 Milvia : San Antonio, Texas 
ki FLORIDA, One of the best towns in| — —| Berkeley 4, Calif. CApitol 6-268! 
cima, Florida, approximately 15,000, Signed my | WANTED: WESTERN STATES franchise. THornwall 5-2275 on 
ted a first Buick contract in 1929 and want to Any size, any price. Cash. Factory ap- Worldwide Financing for fery 
rship. retire. It will be necessary for you to proved. Replies held in confidence from Personnel 
Edsel have Buick’s approval and sufficient capi-/ everyone. Box 7748, c/o Automotive 
tal. In reply give your entire business News, Detroit 26. 
experience and banking references. Box | DEALERSHIP WANTED—GENERAL MO- ' TT " 
7746, c/o Automotive News, Detroit 26. | +rors Agency, 200 to 400 new-car sales "WORK PA ERN 
per year, located New Jersey or Eastern A pattern by which salesmen may or- 





imine A 
DEALERSHIP HANDLING PONTIAC- 
VAUXHALL. Fringe deal of metropolitan 
Philadelphia in wealthiest suburb, 300- 
400 car deal that has ‘‘never’’ shown a 
loss. No real estate to buy—no used cars 
or receivables. $50,000 will handle if 
factory approved. Box 7745, c/o Automo- | 
tive News, Detroit 26. } 


Pennsylvania, Prefer division dualed with 
Cadillac, All replies will be respected as 
confidential. Reply to Box 7761, c/o Auto- 
motive News, Detroit 26. 


ganize their selling so as to do just 
the right thing with the prospect at 
exactly the right time. Relieve your 
men of tedious planning, daily reports, 
and red tape so their time can all be 
applied to selling actual prospects. 
Weekly, monthly and year-to-date com- 
parison of all salesmen. 

Including supply of forms "WORK 
PATTERN" costs you only $24.25. (5% 
discount if check accompanies order.) 








CALIF. — ARIZ. — FLA. 
Successful young "BIG 2" dealer wants FORD 


CHICAGO 


















































or CHEVROLET (minimum 300 units) these You'll save the cost and more in 
A U T oO Ss H °o Ww states. Will buy-in or buy-out. $100,000 AVAIL- applied time the first week. 
ABLE. Prefer single point where profit is low, ; ti 
See the Complete Line of but potential is high. Your confidence strictly Ast Bidg. ve ee. 
| observed. Will fly to discuss promising deal. 
S I M Cc A | Box 7767, c/o Automotive News, Detroit 26. 
ARS AND TRUCKS 
BOTER © Inventory Service 
(field men on duty) ein or Selling « Dealership 
January 4th thru 12th, 1958 MANUFACTURER'S REPRESENTATIVE | ® Buy Right ® Sell Right 
5 E. B. JONES MOTOR CO.., INC. > Parts—Accessories—Equipment 
hands eee MANY TERRITORIES OPEN | inventory will save you money © ® 
handie 
. ie 2009 State St. East St. Louis, Illinois DON'T GUESS—BE SURE 
ot - ~ E . Manufacturers’ reps who call on automo- Call or write for service details. 
ord of . ont 
tive supply houses only. Lit'l Tote booster utomotiv tory 
multi- DEALERSHIP AVAILABLE NOW handling eer f 7 ; sori A e Inven 
> an Ford, Northeastern Wisconsin, in the| >attery cart for garages, service ai a Service Co. 
Fox River Valley, high income section|A really useful acces designed a 
nee as of Wisconsin, 18,000 sq. ft. space, all < as a a . am ; o-. 10040 Freelond, Detroit 27, Mich., WE 3-6445 
af ex facilities. Box 7762, ¢/o Automotive|™an in the industry for the industry. 
. high News, Detroit 26. m co ERAL COMMISSIONS! Write: 
nm | DEALERSHIP NOW HANDLING PON- 
+ TIAC in large New England city, fine JOHNSON MOTOR COMPANY 
oppor- location, excelient service and parts vol- 
ow @ ume. Desirable lease. Complete equip- lowa Falls, lowa 
ration ment. Priced right because owner is 
ffered. retiring. Box 7764, c/o Automotive News, 
your Brnpes 26. _ - Se Ee DEALER SERVICES 
enticn ALERSHIP NOW HANDLING Cadillac, > Di 
motive Pontiac, Vauxhall available in an impor- — awe a ee Help ae 
tant industrial area in Connecticut. Po- to your competitors’ costs. ‘‘Auto Costs’’ 
D—A tential 75 to 100 Cadillacs, 300 or more! is a complete, concise and accurate book 
in uD- Pontiacs. Factory approval and cash containing factory invoice prices of all 
fl and essential. In business 30 years with| 1958 automobiles apd equipment. Dis- 
Pres- splendid following and record. Owner | cover how much your competitors’ cars 
selling because of health. Write Box | » ’ 
rer of 7 ‘ i d | really cost and you'll know the kind of 
phases 156, ¢/o Automotive News, Detroit 26. deal it takes to beat them! Used by auto 
rk i MIAMI DEALERSHIP, now handling dealers throughout the nation. ‘‘Auto 
versed poten Tiyeneuh. Volume operation past Costs"’ is only $10.00 per copy, which in- | 
. TT, ve years. Low overhead, tripical drive- cludes free supplements containing all | 
in 25 car showroom. Good service absorp- price changes and model revisions that $50.00 REWARD 
MAN- tion, excellent location, good leases. No occur throughout the model year. Send 
d and receivables, no used cars, minimum parts only $10.00 for the ‘58 edition and re-| Disappeared: Known as A. J. Blanche, 165 
aval inventory, Requires $96,000 and factory ceive free the ‘57 edition. Three year Ib: thin f hinni I d hai dri . 
oan approval for good operator in Florida’s| subscription only $18.00. This saves you|'>S.. in face, thinning blond hair, driving 
labor, fastest growing city, Miami. Wire or| $12.00. Free offer good only while supply | 1954 Pontiac Star Chief 4-door sedan, blue 
re ® call Ben McGahey, FR 1-7611, 2000 | of '57 books lasts, Auto Costs, Box 224, | top light grey bottom. Had special horn on 
N ’ a . : . 
= orth Miami Ave. Dept. 1R, New York 1, N. ¥. steering column, light connection for trailer 
i - — a — i 
a 2 DEALER SERVICES in back. 
a lifor- 1957 Colorado License No. 58328 
— sé Pp R Oo F | T G U R D 77 Motor — Serial No. P8ZA45823 
e A 
man- Reward will be paid for information leading 
<a Every new vehicle sale you are on with competition exposes you to the to recovery. CALL COLLECT: Martin Shippers 
oan possibility of no profit or even a substantial loss. In this very competitive Supply, Inc., TAbor 5-2375, Denver, Colorado 
News, market dealers can no longer afford to guess. or Martin Auto Rental, Inc., TEnnessee 9-3293, 
—s& “PROFIT GUARD" is the answer. It enables you to determine your true profit Philadelphia, Pennsylvania. 
Pres- in advance, then relate it to the actual wash-out profit. There has never 
—_ been anything like it. Play safe in 1958. Order “Profit Guard” immediately. $100 REWARD for information leading to 


recovery of 1957 Chevrolet 210 four-door 
sedan, V-8 engine, powerglide, ivory and 
light blue. Serial No. VB57N195429. 
Taken by person calling himself Joe W. 
Wade, age 31, 5 feet 11 inches, medium 
dark complexion, slim build. Call any 
information collect to: James Chevrolet 
Co., Mannington, W. Va. Phone: 219. 


$100 REWARD 


SKIP: CALLING HIMSELF DONALD LAU- 
RENCE OHMIT—Approximately 40, height 
5'9"', weight 160 Ibs., brown hair and blue 
eyes, prominent nose, fair complexion, im- 
maculate dresser, specializing in stocks and 
bonds. Driving a 1956 Cadillac 62 coupe. 


Motor No. 5662110627 


When last seen it was an off-white color bear- 
ing Arizona license No, V1835!. 


REWARD will be paid for information leading 
to recovery. CALL COLLECT: Southwestern 
Investment Co., Phoenix, Ariz., at AlLpine 
8-896! or ALpine 8-529!. 


THE COST IS ONLY $14.95 


(5% discount if your check accompanies order) 
You'll save several times its cost on the first deal. 


AUTOMOTIVE ENTERPRISES 


JAIKINS BLDG. BIRMINGHAM, MICH. 








CARS WANTED 


1958 ORDERS BEING PLACED 


All Makes — All Models — All States 


New-car Dealers Interested in Volume Fleet Sales and Service, Contact: 


ROLLINS LEASING CORP. 


14th and Union Streets Wilmington 99, Delaware 
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CARS FOR SALE 


1956 
FORDS 


PLYMOUTHS 


Four-door ex-taxis 
defroster. Very good tires. Some with 
Automatic Transmission and Power 
Steering. 


with heater and 


Don't wait . . . call, wire or write 





CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E, Sandy, Portland 12, Ore, 


LINES WANTED 
of 


REPRESENTATIVE covering state 
Louisiana calling on new-car dealers 
wants seat cover line. Box 7765, c/o 
Automotive News, Detroit 26, 


TRUCKS FOR SALE 


’55 CHEVROLET L.C.F. V-8—2 spd rear 
825 x 20 rubber (90%) Hubbard factory 
built—Painted red and ivory, Ready to 
letter. Low mileage and excellent in every 
respect, 200 ft. % cable on 15 ton winch 
$2,800. Lew’s Garage, 4025 Salem Ave., 
Dayton, Ohio, Phone: CR 7-5339, 


PARTS FOR SALE 


1939 TO 1954 DODGE-PLYMOUTH PARTS 
—Sheetmetal-moulding, 50% off list. 
Former Dodge-Plymouth dealer. Write 
or phone: Daniel Motors, Inc., 261 Wana- 
que Ave., Pompton Lakes, New Jersey. 
TErhune 5-2800. 


SHOP EQUIPMENT FOR SALE 


































—all 


For 


DElaware 7-7272 


VOLKSWAGENS 


Foreign cars, all makes and 
models. 


Bell & Savage Motors 





BEAR — TELALINER 


Harden Chevrolet Co., Circleville, 


CU R RY | DECAL TRANSFERS 
CHEVROLET | 





| TRUCK DECALS; 





BLUE ® CHIP 
TOW- PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.B. Factory Net) 
$52.35 Fed. Tax Included 


1957's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SPECIALS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


with automatic transmission, 
power steering, radio, heater and 
seat covers—Buicks, Olds and Cads 
with power brakes— 








THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 








These are clean low mileage cars 
available for inspection in heated 






Four Clamp Hook-Up 









inside storage at 9 W. Kinzie, DEALERS’ SPECIAL (F.O.B. Factory Net) 
Chicago. 85 Fed. Tax included 
information call, write or wire Ss * 
HERTZ RENT-A-CAR Liberal Quantity Discounts 
9 W. Kinzie To Distributors 
Chicago, IIlinols 






Don Miller Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 






CLASSIFIED WANT ADS 
BRING RESULTS 


AUTOMOTIVE NEWS 
WANT ADS 
BRING RESULTS 


‘5 ‘ST "SS 


Wholesale - Wholesale 


Transportation arranged to 
all parts of the country— 


ARE ‘58 CHEV. 
REAR BUMPERS 


A Tow Problem? 
Call Collect W* py, “=e 


Foreign Car Division 


1431 Sylvia Lane 
East Meadow, N. Y. 
lVanhoe 3-1407 
(Call before 1 p.m.) 


Tow Bar Sales Co. 


Exclusive Factory Distribvters 
AS NEAR AS YOUR PHONE 


DE 2-0700 AN 3-8888 Nites: BA 1-8717 
40 So. Clinton St., Chicago 6, Ill. 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 

Car Dealer [] , Truck Dealer oO Manufacturer [] 
Jobber [] Insurance [1] Financial [] Supplier (] 
Make of Car...... pein Geaed aeeites Soe BPecoverccgsdobscinsa 

° 12-23-57 





complete, $1,500. 
Ohio. 


no charge for sketch; 


durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
3300 Broadway New York City Cleveland 3, Ohio. 
Call Bill Curry — ADirondack 4-630! MISCELLANEOUS 
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New Subscription Order 
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In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


In the prosperous 14-county Greater Philadelphia market, people 
spend $1,252,000,000 for cars and accessories each year. You 
can reach them in the home where the decisions to buy are made. 
Use the advertising columns of Philadelphia’s home newspaper— 
The Evening and Sunday Bulletin. And now your sales message 
can have the added impact of R. O. P. spot and full COLOR— 


evening and Sunday —seven days a week! 


In Philadelphia nearly everybody reads The Bulletin 


The Bulletin exerts a powerful influence on the buying 
habits of its readers, Philadelphians like The Bulletin. They 
buy it, read it, trust it and respond to the advertising in it. 
The Bulletin is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia, 30th and Masket Streets New York, 


342 Madison Ave. Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Co., Detroit * Atlanta * Los Angeles * San Francisco * Seattle 


